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“It is better to create than to learn! Creating is the essence of life.” 
- Julius Caesar 
 
“Our greatest weakness lies in giving up. The most certain way to succeed is always 
to try just one more time.” 
- Thomas A. Edison  
 
“Everything should be as simple as it can be, but not simpler.” 
- Albert Einstein 
 
“Flaming enthusiasm, backed up by horse sense and persistence, is the quality that 
most frequently makes for success.” 
- Dale Carnegie 
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Introduction 
Motivation 
I meet the Internet back in 1998 when my dad, a computer enthusiast, introduced it 
to me with Napster and Internet Explorer. I developed my first web page when I was 
14 in Photoshop and Notepad. I soon realised how powerful the web was and how 
many opportunities it would open to people, including me. I have ever since 
developed websites for small businesses, universities and enterprises. 
I started my Informatics Engineering studies because I wanted to be a successful 
engineer. In 2009 I worked at start-up Socialpoint at Entrepreneurs Centre Barcelona 
Activa developing games for the Facebook platform. In 2010 I got admitted in a UPC 
partner program for a diploma in International Management UNITECH in combination 
with an ERASMUS scholarship. This allowed me to finish the degree specialising in 
Innovation & Entrepreneurship at Loughborough University, United Kingdom and to 
intern as an E-Business Project Manager for 7 emerging countries at HILTI, 
Switzerland. 
This project was born as an idea around June 2012 when my curiosity for business 
creation and computers mixed up with the idea of creating a “better collaboration tool 
for projects”. Of course it needed to be on-line. 
I contacted my friend and fellow student Marc Blando who soon became interested in 
the idea of creating a business together, and we started to research “what product 
was missing” that would involve projects. 
We both specialised in Software Engineering and coursed several subjects in Project 
Management. Projects attracted us because they are inherently difficult to tackle from 
any objective angle. Although in theory managing projects is just a matter of 
managing resources, time and goals. In our experience, it showed to be more of a 
craftsman “art”, where experience, intuition, knowledge, personal skills, 
communication and other factors came at play. Systems built around managing 
projects are complex too. 
Where there’s complexity there’s opportunity. So we decided our business would be 
built around projects and how to improve people’s experience with them. 
This project combines all specialities I’ve been taught at university and expanded my 
knowledge on each of them: 
- Languages: perfection of English and computers technical jargon 
- Engineering: knowledge of highly scalable distributed architecture for on-line 
services 
- Business: knowledge of investment mechanics, business setup and start-up 
management 
Objectives 
The main goal of this project is to analyse the business opportunity of creating a 
freelance projects marketplace and architect a highly scalable solution. 
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Structure 
The document is structured in two parts. The first presents a thorough analysis of the 
systems to be built. I will introduce the main concepts, explain the basic use cases 
and outline the technology and architecture of systems. The second is a full business 
plan with a strong focus on market, financial and risk analysis. This part is written 
thinking of a real use of the business plan so it contains all the needed parts that 
investors and other stakeholders would need to understand the mechanics and 
strategy of the business. 
Benefits 
Aside the benefits of learning about all topics researched there are three key 
advantages to this project: 
- Architect a solution that’s technically viable and has some advantages over 
those of competitors 
- Analyse the business from the many angles a new venture requires and 
create a document that’s realistic and usable to get funding and manage the 
business 
- Test the technology used and evaluate from tangible angles like user 
experience and learning curve for development 
Planning 
The main groups of tasks planned are: 
• Explain business proposal 
Generate basic corporate information, organisation, vision, mission, values, 
products and services and core competencies 
• Analyse external environment 
Research the market for similar products, analyse their strengths and 
weaknesses and analyse the global economy 
• Generate strategy and plans 
Think of a strategy, generate goals and generate operating plan 
• Analyse financial aspects 
Generate past financial data, generate sales projections and generate 
financial projections. 
• Analyse risks 
Generate SWOT analysis (Strengths, Weaknesses, Opportunities, Threats) 
and critical success factors to the strategy and other variables 
• Generate technical architecture of product 
Design backend infrastructure and design client applications 
• Generate conclusions 
Given the analysis and design generate conclusive statements about whether 
the business can be pursued and what elements are key 
The milestones to validate the finished parts and deliver the project are: 
ü 15th February: Deliver First draft of Memories to Pere 
ü 8th March: Deliver Second draft of Memories and Report to Pere 
ü 15th March: Deliver Report to Committee 
ü 1st April: Register Defence day 
ü 15th April: Deliver Third draft of Memories to Pere 
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ü 1st May: Deliver Fourth draft of Memories to Pere 
ü 15th May: Deliver Finalised Memories to Pere 
ü 1st June: Deliver Memories to Committee 
• 13th June: Deliver Defence to Committee 
Figure 1 - Gantt chart of tasks and milestones planned 
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Time log 
Albert Peiró has worked the following number of hours throughout the process: 
Table 1 - Hours worked per phase / area (not including presentation preparation) 
Phase Week Arch. 
& BP 
Summary of tasks Technical Summary of tasks 
Introductory 
Research 
until 
31/12/12 
400 Research, read books, read 
articles and blogs 
875 Build first mock-up app, 
benchmark Google Web 
Toolkit, Backbone.js, 
Node.js, Nginx 
PFC 
Registration 
21/01/2013 11 Introduction meeting, Table 
of contents, Registration 
proposal 
20 Make project creation and 
edition list work with 
localstorage 
  28/01/2013 20 Table of contents, 
Intellectual Property law 
review, Planning for report, 
Formatting document 
16 Add messages section and 
interface 
  04/02/2013 25 Preliminary Details, 
Executive Summary, Current 
Situation, Market Research 
42 Refactor router 
public/private, add project 
section, start styling, re-
design project creator, 
install Vagrant & VirtualBox 
  11/02/2013 25 Market research, reading, 
consulting, re-define to a 
new idea 
14 Re-design project creator, 
add requirejs shim 
javascript lib dependency 
holder (AMD), upgrade 
libraries 
  18/02/2013 36 Market research, reading, 
design mockups for new 
idea 
6 Install VagrantBox and API 
overview 
  25/02/2013 35 Market research, Strategy 0  
  04/03/2013 45 Strategy, Financial Analysis 0  
  11/03/2013 32 Financial Analysis 0  
  18/03/2013 32 Financial Analysis 0  
  25/03/2013 35 Risks Analysis, References 0  
  01/04/2013 40 Document architecture 10 Install Nginx in production 
  08/04/2013 40 Document architecture 10 Install Node in production 
  15/04/2013 37 Document architecture 0  
  22/04/2013 35 Finish architecture, designs 
and captions, conclusions 
0  
  29/04/2013 35 Formatting document, 
conclusions 
0  
  06/05/2013     
  13/05/2013     
Total 1876 883   993   
 
Team 
Document fully researched, designed and written by author Albert Cordonet Peiró. 
Financial plan reviewed by FIB Alumni and co-founder Marc Blando Coll. 
Some ideas expressed may have been discussed in collaboration with Marc Blando 
Coll with a strict limitation to verbal communication. 
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Resources 
Albert Peiró and Marc Blando have conducted technical testing simultaneously to the 
research of the business opportunity. With a focus on high scalability, the process 
has enriched decisions and improved the strategy. 
Albert Peiró has acquired the resources utilized to prototype through its own funding. 
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Application design 
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Application design 
Overview 
The application is a freelance projects marketplace. Businesses can post project 
offers and freelance professionals can apply, work on the projects and get paid. 
Definitions 
1. Marketplace 
Virtual space in which a market operates. The market trades with project 
offers and professional services. 
 
2. Freelance / professional 
Somebody who is self-employed and is not committed to a particular 
employer long term. 
 
3. Project / offer 
Collaborative enterprise, frequently involving research or design, that is 
carefully planned to achieve a particular aim 
Requirements 
Functional 
1. Public area with freely accessible information about the platform 
2. Private area only accessible with login credentials 
3. Management of personal / business account area 
4. Marketplace operative with a consistent workflow 
5. Payments operative with a consistent workflow 
Non-functional 
1. It is web-based 
2. Feels fast and secure to use 
3. Feels simple and easy to use 
4. Minimalistic and clear design 
5. Cross-platform responsive design 
6. Data display format is consistent across interfaces 
7. Data is saved consistently across devices 
8. All pages are user friendly and search engine friendly 
9. Secure access over HTTPS with SSL encryption and trustable certificate 
10. Support for multiple languages 
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Use cases 
The following section explains the main use cases the application will have to deal 
with in a fluid and consistent fashion as well as the actors involved in the scenarios. 
Actors 
The main two actors in the system are freelance professionals and businesses. 
Business 
A business has as main purpose create and manage project offers and hold a 
business profile page publicly accessible. A business is a representation of a juridical 
person or the responsible employee in turn for operation of the account. 
Professional 
A professional has as main purpose apply and work on project offers as well as 
holding a professional profile page publicly accessible. A professional is a 
representation of a person who is legally and physically capable of operating an 
account. 
Use cases 
Product information 
We consider this the first action any user will do in most cases in their first interaction 
with the system. The landing page is commonly used to provide an eye-catching and 
informative interface and hold a direct access to a different page with specific product 
information targeted to businesses or professionals. 
Flow 
1. User types in browser http://www.projey.com 
2. User sees landing page with main explanation of product and access to 
specific information 
3. User browses other publicly accessible pages: 
a. /how-it-works 
b. /business 
c. /professional 
Sign-up 
When user wants to sign-up it can access the /sign-up page and fill out the required 
details. Additional steps may be required in order to achieve a fully operative account. 
Flow 
1. User types in browser http://www.projey.com/sign-up or accesses through a 
link in the public area. 
2. User fills out all required and optional form fields and confirms sign-up 
submission 
3. User is presented with a confirmation of submission and recommended 
actions 
4. User receives an email asking for verification of email address and follows 
instructions 
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Figure 2 – Draft of landing page with information, sign-up and sign-in 
 
Sign-in 
When user wants to access its private account it can access the /sign-in page and fill 
out the required credentials. 
Flow 
1. User types in browser http://www.projey.com/sign-in or accesses through a 
link in the public area. 
2. User fills out all required form fields providing its sign-in credentials and 
confirms sign-in operation 
3. User is presented with confirmation of operation and recommended actions 
Sign-out 
When user wants to stop using its private account it can access the /sign-out page 
and it will automatically stop the session and forward the user to the public area. 
Flow 
1. User types in browser http://www.projey.com/sign-out or accesses through a 
link in the private area 
2. User is presented with explicit or implicit confirmation of operation and 
recommended actions 
Delete account 
When user wants to finish the account and remove all its data it can access the 
/settings page and confirm the operation. 
Flow 
1. User types in browser http://www.projey.com/settings or accesses through a 
link in the private area and selects the option “Delete account” 
2. User is asked for confirmation of operation 
3. User confirms operation and gets forwarded to public area 
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Complete profile 
When user wants to complete its professional or business profile it can access 
/{profile.name} (profile.name is a unique name chosen by each user exclusively used 
in its profile link). In the profile page user can fill out profile details. 
Flow 
1. User types in browser http://www.projey.com/{profile.name} or accesses 
through a link in the private area 
2. User is presented with an editable layout of its profile page and fills out 
required and optional fields and confirms saving operation 
3. User is presented with implicit confirmation by change in the layout to non-
editable 
Figure 3 - Draft of 3-step profile wizard page 
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Figure 4 – Draft of profile page 
 
Post a project offer 
When a business wants to publish a project offer it can access the /publish page and 
fill out the required details. 
Flow 
1. User types in browser http://www.projey.com/publish or accesses through a 
link in the private area 
2. User fills out all required and optional form fields providing real data and 
confirms publishing operation 
3. User is presented with a confirmation of operation and recommended actions 
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Figure 5 - Draft of project details page 
 
Search project offers and professionals 
When a user wants to search for projects or professionals it can access the /search 
page or can use an always-present widget and fill out the details for search. The 
search widget will present suggestions as user types a query and help complete the 
search terms by suggesting commonly used terms. Search looks for projects unless 
user is signed-in with a business account, in which case it will look for professionals. 
Flow 
1. User types in browser http://www.projey.com/search or accesses through a 
link in the public area 
2. User fills out the search details or selects a suggestion from the ones 
provided while typing and confirms search operation 
3. User is presented with search results 
4. If there are no specific results for the terms, user is presented with an 
explanation and results from a downgraded search (using fewer terms or 
other techniques) 
5. Results are presented summarised in a list and user can access each result 
by clicking on their titles or thumbnails 
Figure 6 - Draft of top bar search widget 
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Figure 7 - Draft of search page 
 
 
Figure 8 - Draft of search page result 
 
Apply to a project offer 
When a professional wants to apply to a project offer it can access the page 
/project/{id}/apply (id is a unique project identification number that serves as 
reference to a specific project) or access the page by search. 
Flow 
1. User types in browser http://www.projey.com/project/{id}/apply or accesses 
through a link in search results or suggestions widgets. 
2. User fills out all required and optional form fields providing real data and 
confirms application submission 
3. User is presented with a confirmation of submission and recommended 
actions 
 
Building a collaboration network. A business opportunity analysis. Albert Cordonet Peiró 
Universitat Politécnica de Catalunya (UPC) BarcelonaTech 29 
Figure 9 - Draft of application page 
 
Review applications to a project offer 
When a business wants to review applications to a project offer it can access 
/project/{id}/applications. Every professional can apply one time to each project offer, 
although a limited set of details can be edited after submission if the project settings 
allows it. 
Flow 
1. User types in browser http://www.projey.com/project/{id}/applications or 
accesses through a link in the private area 
2. User is presented with a list of applications displayed as a summary and 
selects the application that wishes to review 
3. User is presented with full details of application and can either discard or 
accept the specific offer 
4. User is presented with a confirmation of acceptance or discard operation 
5. The professional who sent the application is notified with the state of the 
application 
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Figure 10 - Draft of application offers page for a business 
 
Pay a profesional for work done in a Project 
A business needs to pay a deposit before the professional starts working on the 
project. When a business needs to pay a deposit it can access the page 
/project/{id}/payment. The project only allows executing payments for the amounts 
configured on the project offer. The professional will not receive the payment until the 
business approves the work done and releases the payment. In case of conflict with 
acceptation of payment by the business or with the work by the freelance part any 
user can open a support case for a project they work or offer. Projey will investigate 
the cause and present a resolution to both parties, which they will need to accept. 
Flow 
1. User types in browser http://www.projey.com/project/{id}/payments or 
accesses trough a link in the private area 
2. User is presented with a list of all payments displayed as a summary and 
ordered by state (due, completed, accepted) and selects the payment that 
wishes to complete 
3. User fills out details for the payment and confirms payment transaction. Some 
fields will be automatically filled out with historical data from past payments. 
Sensitive credentials like CCV code for credit cards will always be required 
and never stored in the servers 
4. User is presented with a confirmation or denegation of transaction and 
options to retry or change payment methods or details 
Figure 11 - Draft of payments page for a professional 
 
Rate a professional or a business for work done for a project 
Professionals and businesses can rate each other by accessing the 
/project/{id}/ratings page. Rating mechanism is based in a score mechanism that 
incentives an always-improving behaviour. 
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Flow 
1. User types in browser http://www.projey.com/project/{id}/ratings or accesses 
through a link in the private area 
2. User fills out all required and optional form fields and confirms rating 
operation 
3. User is presented with a confirmation of operation and recommended actions 
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Hardware / Software 
Architecture 
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Hardware / Software Architecture 
Overview 
The following section details the hardware and software systems necessary for 
servicing the web and mobile apps. These provide full distributable capability for all of 
our applications and the potential to open our internal API for customers' deep 
integration. 
Trends on Mobile and Web development 
The future of mobile and web applications is driven by three main factors: 
-­‐ Devices: they are getting faster and smaller. 
-­‐ User experience: responsive design is a must, as user demands a touch 
experience, which reduces interaction times. 
-­‐ Bandwidth: with faster and more ubiquitous network connections users 
change their expectations on connectivity and usage of internet access. 
Research of the industry standards and trends in development generated the 
following conclusions about the next generation of internet applications: 
-­‐ Caching: Use of all possible caching mechanisms to ensure data is always 
available at the shortest distance. 
-­‐ Application vs. Website: Applications optimized to download one time and 
reuse resources rather than reload constantly all assets. 
-­‐ UI Responsiveness: Use of techniques to ensure interface behavior adapts to 
different display environments. 
-­‐ Offline mode: Behavior should be resilient to loss of Internet connection and 
inform user adequately. 
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Frontend systems 
 
Web application with Backbone.js 
Backbone [1] is a lightweight JavaScript framework that helps organize and develop 
web applications in an easy, scalable and flexible way. It provides: 
-­‐ Models with key-value binding and custom events 
-­‐ Collections with a rich API of enumerable functions 
-­‐ Views with declarative event handling 
-­‐ Connection to web services over a RESTful JSON interface 
Backbone allows to build visual widgets and logic modules that can be reused and 
scaled up with ease. 
We will use Backbone for the following reasons: 
-­‐ It's lightweight (6.3Kb) 
-­‐ It's flexible and we will use 90% of its core functionality 
-­‐ It's extensible, it can be easily read and modified 
-­‐ It's pluggable within other frameworks and it's easy to create new plugins 
-­‐ It supports AMD (Asynchronous Module Definition) [2] 
-­‐ It supports other useful JavaScript libraries like RequireJS [3], JQuery and 
Underscore [4] 
-­‐ Its model representations have an easy API to integrate with asynchronous 
RESTful webservices using JSON format 
Application structure 
All of the application runs over index.html, which loads the app layout, the style 
resources (.css files) and JavaScript application (.js files). 
-­‐ index.html 
o assets/ 
§ projey.css 
§ bootstrap.css 
§ bootstrap-responsive.css 
o js/ 
Building a collaboration network. A business opportunity analysis. Albert Cordonet Peiró 
Universitat Politécnica de Catalunya (UPC) BarcelonaTech 36 
§ boot.js 
§ app.js 
§ router.js 
§ libs/ 
§ views/ 
• page/ 
o landing.js 
o signup.js 
o project.js 
o ... 
• widget/ 
o sidebar.js 
o topbar.js 
o ... 
§ models/ 
• project.js 
• user.js 
• ... 
§ collections/ 
• projects.js 
• contacts.js 
• ... 
§ templates/ 
• page/ 
o landing.html 
o signup.html 
o project.html 
o ... 
• widget/  
o sidebar.html 
o topbar.html 
o ... 
 
1. The browser requests projey.com 
2. The server responds with index.html 
3. The browser loads up index.html and requests in order the resources 
indicated by it 
4. The .css files are requested first and applied when the response is back 
5. boot.js is requested and executed when the response is back 
6. boot.js loads asynchronously global libraries like Backbone.js, Underscore.js, 
JQuery.js and the application loader app.js. 
7. app.js initializes environment and router.js 
8. router.js understands the browsers Uri's hash tags like for example 
http://projey.com/#signup and loads the appropriate view 
(views/page/signup.js) asynchronously. 
9. The particular view (views/page/signup.js) initialises the events and data and 
loads asynchronously the template (templates/page/signup.html). 
There are a few things to note on this approach: 
-­‐ The approach allows a high decoupling and modularisation of the web app. 
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-­‐ The app is highly asynchronous, which elevates the number of requests 
needed to load. 
-­‐ The code structure remains easy to debug and understand. It is also easy to 
read and copy. 
Optimization techniques 
The previously explained application structure serves all purposes for development 
environments where load time is fast because of local servers and code must be 
debugged. However, for a production environment it can be greatly optimized with a 
set of techniques and tools [5]. 
The main goals are: 
-­‐ Reduce number of requests per page load 
-­‐ Reduce total size of application per page load 
-­‐ Obfuscate code so the application’s logic is difficult to copy 
-­‐ Make the app cacheable 
We achieve these goals using the following techniques: 
Minimization with Minify 
Removing spaces, comments, superfluous characters and bundling all code in one 
line, can reduce JavaScript files size. This operation can be performed in one 
compilation step and achieves in average a 50% reduction of each JavaScript and 
CSS file [6]. There are a few desktop applications like CodeKit for Mac that can run 
the Minify library and provide a nice GUI. 
Bundling with R.js  
RequireJS is the library that loads JavaScript asynchronously and understands 
dependencies between libraries and modules. In our application, RequireJS loads 
our custom logic, views and widgets. 
R.js is an optimizer for RequireJS that goes through all module dependencies and in-
lines all of them in the same file, removing the asynchronous load. In the previous 
example this would be equivalent to simply load the entire app’s logic by calling 
boot.js from the main page index.html. All of the decoupled libraries, modules and 
views would be in-line in the same file. R.js can also inline the .html templates used 
for each view making them instantly available within the same boot.js file. This 
operation can be performed in one compilation step and achieves a 99% reduction of 
requests for JavaScript files and libraries leaving only 1 needed request per page. 
Obfuscation with Uglify2 
Uglify2 is a library that compresses and obfuscates JavaScript code by changing the 
names of variables to the lightest possible for each scope. It provides the best ratio 
file size / speed amongst other JavaScript compressors like Closure and YUI. The 
semantics of each piece of the code is totally obfuscated protecting it against easy 
copy. 
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Backend systems 
Overview 
We base our backend infrastructure in a series of services from Amazon Web 
Services cloud. AWS provides flexible, scalable and combinable infrastructure units, 
each specialized in one purpose like serving CPU cycles, Database storage, File 
storage and Load balancing. AWS allows developers to pay only for the services they 
use in a timely fashion, unlocking the potential of dynamically balancing the use of 
resources given specific workloads. With AWS we only pay for what we use when we 
use it. Prices drop every month to keep the services competitive and up to date. Over 
a period of 12 months we have seen an average of 1 new helpful service added to 
the line every month. In addition, AWS provides start-ups with a Free tier that 
includes a 1-year trial for a basic server setup running 24h x 365d and a few other 
related services for free over the same time period. 
Hardware technology 
AWS services are based on a virtual machine engine capable of managing the 
resources of physical hardware (Amazon’s property) to virtualized fractions of that 
hardware in the shape of virtual services (available to customers). This means that at 
any given time, at one Amazon’s physical server there might be running several 
hundreds of customers’ virtual services. This is accomplished with a highly reliable 
management of the virtual services setup, including network connectivity. This 
optimization of resources allows Amazon to offer a dramatically reduced price by 
improving power of the physical resources they purchase. 
Aside avoiding the hurdles of hardware installation and maintenance, the main 
advantages found using AWS services are: 
-­‐ Horizontal scalability 
-­‐ Vertical scalability 
-­‐ Easy configuration 
Processing with Elastic Compute Cloud (EC2) 
Each EC2 virtual unit, also called instance, is thought out and optimized to serve web. 
There are several types of instances with progressive resource capacity. Generally 
these configurations differ on RAM memory, number of virtual cores, on-board 
storage and I/O performance. Each instance can hold one AMI (Amazon’s Machine 
Image) which provide a template functionality OS. Our research leads us towards 
starting to use Amazon’s provided AMIs and the lowest range instances called 'micro 
instances', which are included in the free tier, reducing significantly the price to 
bootstrap. 
We will use microinstances for the following reasons: 
-­‐ Instances will only be responsible of routing an http/s request to a file or to 
our Projey API call. They offload serving static files to other AWS services to 
optimize traffic and cost. 
-­‐ Instances will intend to have pre-calculated or cached data, rather than 
calculating or fetching on-demand for each request. This will decrease 
response time and improve power of each instance. 
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As per 1st April 2013 microinstances provide: 
-­‐ 613 MiB of memory 
-­‐ Up to 2 EC2 Compute Units (for short periodic bursts) 
-­‐ Elastic Block Storage (EBS) storage only 
-­‐ 32-bit or 64-bit platform 
Data storage with Relational Database Service (RDS) 
RDS is one of the approaches to database storage in AWS. It provides server 
capability for databases in a native way, with high availability, scalability and 
portability. The main reason we choose RDS is because of portability: other AWS 
solutions wrap database functionality in an AWS API that’s not industry standard. 
This means that using any other solution our application would be directly coupled to 
the AWS API. We highly valuate portability because it gives our business the 
flexibility to migrate our services to a different infrastructure or implement our own 
tuned DBMS and host it within independent hardware. 
We will use MySQL for the following reasons: 
-­‐ It’s the most popular DBMS for web development 
-­‐ We have experience using it 
-­‐ Most web frameworks implement drivers 
-­‐ It allows relatively easy scaling 
File storage with Simple Storage Service (S3) 
S3 provides a simple interface for data storage that integrates with Elastic Cloud. 
EC2 instances have generally volatile storage, as their main purpose is serving web. 
They are designed to be created and removed on demand. Although there are ways 
to use EC2 storage, they are not reliable for that purpose and they do not provide 
services like backups or CDN (Content Delivery Network) strategies for file delivery. 
For this reason our server application will make use of the S3 API to store web static 
files like images. 
We will use S3 for the following reasons: 
-­‐ Distribution through CDN strategy 
-­‐ Security and controlled access 
-­‐ Availability of 99,99% 
-­‐ Easy backups on demand or scheduled 
Server technology 
On top of the previously described hardware resources we will need to run servers 
that manage requests of the web application and API calls. We study server software 
and application software separately to ease explanation and understanding. 
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Reverse proxy server with Nginx 
Nginx [7] is a new open source lightweight server with a strong focus on high 
concurrency, performance and low memory usage. Nginx's purpose matches exactly 
the hardware architecture chosen for computing. As shown in different benchmarks 
run in different size EC2 instances, Nginx is in general quite superior to other 
commonly used servers like Apache [8]. This is due in part to its asynchronous 
event-driven approach to handling requests instead of threaded or process-driven 
approach from Apache's. When using cache optimizations and other tuning plugins 
like HyperCache with Memcached (AWS ElastiCache) the difference becomes even 
more solid and rewarding for Nginx [9]. 
Aside from performance advantages we will use Nginx for the following reasons: 
-­‐ It's easy to install, understand and customize 
-­‐ It supports general features like static file serving, SSL handling and spoon 
feeding [10] 
-­‐ It supports optimization features like GZIP encoding, HTTP Caching and load 
balancing 
Our Nginx setup will make use of the reverse proxy. Nginx will sit in front of the web 
server explained in the next section, to route external http/s requests to the local 
network's web server, in the same virtual machine. This is a particularly efficient 
setup when clients have slow internet connections. For those situations, web servers 
usually need to hold up the resources longer than in cases where clients have fast 
connections, because they wait for the clients to download at low speed. Using the 
reverse proxy, Nginx will be freed from executing applications logic as a server and 
pass that responsibility to our Node web servers. This technique is also known as 
spoon-feeding. 
Application server with Node.js 
Node.js [11] is a platform built on Chrome's JavaScript runtime, formerly WebKit. It 
uses an event-driven, non-blocking I/O model that makes it lightweight, efficient and 
allows to easily build fast, scalable network applications. 
We will use Node.js for the following reasons: 
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-­‐ It has a growing community of developers who also Open Source modules 
they build using a packaging tool called NPM. 
-­‐ It's comes with NPM [12] integrated, a package and dependency manager 
that allows installing Open Sourced components and modules in a similar way 
to Linux's Advanced Packaging Tool (APT) [13]. This tool dramatically speeds 
up integration of commonly used software layers like ORM (Object Relational 
Mapping), REST (Representational State Transfer) web services or OpenAuth 
authentication. 
-­‐ It can be coded in different languages, generally JavaScript and CoffeeScript 
(a simplification that compiles and does basic optimization of JavaScript 
code).  
-­‐ We feel very productive coding both web and server applications with 
JavaScript. Although it seems awkward to use a client side language for 
server side programming, with the current advances in JavaScript Engines it 
is a reality that the language is becoming ubiquitous. It is object-orientated 
(OO) and provides a fairly flexible syntax. 
-­‐ It is non-blocking and asynchronously event-driven which integrates perfectly 
with our frontend server Nginx. Both servers will run a set of limited workers 
or threads that will execute actions concurrently. 
-­‐ This setup effectively reduces the amount of hardware and virtualized 
memory needed compared to non asynchronous event-driven servers. 
Multithreaded environments need to allocate memory for each thread created 
and hence each request, resulting in a slower performance due to memory 
bottlenecks. With Node a single thread treats requests as events and avoids 
such allocations. 
-­‐ The main drawback is the need to monitor the main thread and ensure it 
never dies. This can be done with NPM packages forever.js or nodemon.js. 
They basically are daemons, which ensure a specific node.js process is 
always running by re-launching it when it dies. 
 
Application technology 
Applications running on the server generally translate requests passed from the 
server to the corresponding actions executed internally and create responses the 
server can send back to the requester. 
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Web services with RESTify 
REST (Representational State Transfer) [14] or RESTful is a software architecture 
style based on the concept of client-server interaction. 
RESTify [15] is a lightweight framework for building REST web services over Node.js. 
It is based on the Node framework Express and has excellent plugins built for it like 
restify-validator, an easy way of validating parameters passed on to a service. 
The API built with RESTify will expose a series of services that deliver objects in the 
JSON (JavaScript Object Notation) [16] format.  
Why REST and not RPC or SOAP? 
The reasons given below summarize our conclusions after a thorough investigation 
and experience developing REST, RPC and SOAP web services. 
-­‐ Concept: It conceptually makes more sense than any other methodology. It 
recognizes clients making requests to servers, which deliver representations 
of resources. When opening APIs for public use, the definitions of services 
are more readable and match real-world concepts, making it easier for 3rd 
party developers to integrate. 
-­‐ Standard: It has been created and proposed as a standard by the W3C 
organization. Its own definition is www friendly making it supported by 
common browsers. 
-­‐ Protocol: It's based on HTTP and makes use of its functionality like no other 
methodology. The use of method, URI, headers and body parts corresponds 
with the expected use HTTP was designed for. 
-­‐ Performance: Because REST is so tightly designed for HTTP it generally 
ends up requiring less bandwidth. As examples of performance advantages:  
o SOAP (Simple Object Access Protocol) uses XML, which adds 
structure overhead and generally requires parsing. 
o RPC (Remote Procedure Call) is not generally implemented using the 
method part provided by HTTP. This means the method and other 
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meta information is generally specified on the body part, which 
increases the final payload. 
 
ORM with Sequelize 
Object-Relational Mapping (ORM) [17] is a technique for converting data between 
incompatible type systems in object-orientated programming languages.  
Sequelize [18] is a Node module for ORM in relational databases like MySQL. 
Essentially it generates a virtual objects database that can be used from within the 
application’s logic. It wraps the SQL syntax with an easy API creating a middle layer 
that decouples dependency between application’s objects and the storage 
mechanism. Its cost on performance is insignificant for general-purpose CRUD 
(Create, Read, Update Delete) operations. For custom queries that require 
optimization its functionality can be bypassed by providing specific SQL. 
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Business Plan 
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Business Plan 
Preliminary details 
Contact information 
For further information please contact 
Albert Cordonet Peiró 
CEO, Projey S.L. 
Av. Les Vilares 15 B Attic 
08390, Barcelona 
Spain 
Tel:  (+34) 659 571 874 
Email: acordonet@gmail.com 
 
Professional advisers 
Lawyers  Ms. Alba Félez 
Advisor  Dr. Rodrigo Menchaca 
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Executive summary 
Projey is offering 20% of its authorized share capital for €170K. 
The company 
Projey was incorporated in February 2013 with issued share capital of €10.000. The 
founder, Albert Cordonet Peiró is a 25 years old Informatics Engineer and 
International Management Diploma with more than 10 years experience in web and 2 
year in mobile development. Albert is a natural leader, a passionate and highly driven 
mind with an accelerated career progression grown within start-ups. Marc Blando 
Coll as Co-Founder supports him. Marc is an Informatics Engineer and MBA certified 
by ITIL with more than 3 years experience in software analysis and specialised in 
high-performance server technology. Marc is an innovative and thoughtful divergent 
thinker who has accomplished remarkable achievements throughout his career. 
Albert and Marc met at university where they achieved first-class honours in all 
projects they worked on together. 
The product 
Projey is a projects marketplace that allows businesses to contract professionals and 
pay them reliably and securely online. Our first users include Spanish-speaking 
businesses, students, start-ups and non-profit organisations. Anyone can sign-up for 
a free account. Growth is generated via word-of-mouth, social network channels and 
popularity of a reward mechanism. Revenue streams include a commission fee 
charged for each payment processed by Projey. 
Corporate strategy 
Pilot release sign-up growth confirms that our strategy will be successful. There are 5 
key elements to our strategy. Focus on disruption and differentiation, lean start-up 
management with fast iteration, excellent branding, viral engine of growth and target 
to an uncovered market niche. 
Financial projections 
Financial projections are based on analysis of competitors and current market. 
Net profit is projected at €1.1M in year 5. Funding requirements peak at €153K in 
year 2. Cash flow will turn positive by month 30 and the potential surplus will reach 
€9K. On a realistic appraisal sales will reach €21M in year 5, generating a net profit 
of €1.1M and pushing the potential return on equity to €1.3M. 
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Current situation 
Basic corporate information 
Name of Company:   Projey S.L. 
Status:     International business 
     Incorporated in Spain on 1st February 2013 
Capital:    Authorized: 10,000 ordinary 1€ shares 
Registered Office:   Av. Les Vilares 15 B Atico 
      08390, Barcelona, Spain 
Company no:    Not yet available 
Head Office:    Av. Les Vilares 15 B Atico 
      08390, Barcelona, Spain 
Vision, mission, values 
Vision 
Projey is dedicated to becoming the leading Spanish-spoken freelance marketplace 
by 2016. 
Mission 
Projey´s mission is to provide excellent project discovery software that helps 
professionals find and offer suitable projects and send / receive payment 
transactions easily and reliably. We aim to establish a 60% national market share 
within the next 3 years in the web & mobile freelance marketplace segment, taking 
sales to over €2.53M a year and net profits to more than €11,000. During this time 
period, we will create solid strategic partnerships with industry associates, create a 
nationally recognised brand, comply with ISO 27001 security standards, provide 
best-in-class career development for employees, strategically help entrepreneurial 
development in the area of operation, and work closely to meet other objectives of 
our shareholders.	  
Company values 
Leadership 
Have the courage to change the world 
Integrity 
Be yourself, be the team 
Accountability 
Represent the truth 
Passion 
Whatever you do, love it 
Humility 
Stay hungry and foolish 
Sustainability 
Give more than you take 
Success 
Make it happen 
We operate within strict legal and ethical guidelines. We nurture our employee team 
and take professional measures to promote job satisfaction. We are approachable, 
open-minded, strive for team cohesion and love for our brand. 
Brief history and current status 
Projey is in a start-up situation. We are successfully building a prototype and 60% 
users in our social networks have an interest in the product.  
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The product is on a very early stage and lacks some basic features essential for 
adoption. 
Latest financial data 
The summary below shows that our current burn rate is close to zero because the 
infrastructure services have a special discount of 1 year for start-ups and we are 
currently operating from our families’ residence. 
Table 2 – Summary of statements, first six months 
	  Euros	   Month	  1	   Month	  2	   Month	  3	   Month	  4	   Month	  5	   Month	  6	  
BALANCE	  SHEET	   	  	   	  	   	  	   	  	   	  	   	  	  
End	  month	   	  	   	  	   	  	   	  	   	  	   	  	  
Assets	   	  	   	  	   	  	   	  	   	  	   	  	  
Cash	  at	  bank	   9	  974	   9	  974	   9	  974	   9	  974	   9	  974	   9	  974	  
Prepaid	  domain	  names	   	  26	   	  24	   	  22	   	  20	   	  17	   	  15	  
Total	   10	  000	   9	  998	   9	  996	   9	  994	   9	  991	   9	  989	  
Liabilities	  and	  Equity	   	  	   	  	   	  	   	  	   	  	   	  	  
Paid	  up	  share	  capital	   10	  000	   10	  000	   10	  000	   10	  000	   10	  000	   10	  000	  
Profit	  (loss),	  current	  year	   0	   (	  2)	   (	  4)	   (	  7)	   (	  9)	   (	  11)	  
Total	   10	  000	   9	  998	   9	  996	   9	  994	   9	  991	   9	  989	  
	   	   	   	   	   	   	  PROFIT	  &	  LOSS	  ACCOUNT	   	  	   	  	   	  	   	  	   	  	   	  	  
Whole	  month	   	  	   	  	   	  	   	  	   	  	   	  	  
Amazon	  AWS	  payments	   0	   0	   0	   0	   0	   0	  
Dinahosting	  S.L.	   0	   	  2	   	  2	   	  2	   	  2	   	  2	  
Net	  profit	  (loss)	   0	   (	  2)	   (	  2)	   (	  2)	   (	  2)	   (	  2)	  
	   	   	   	   	   	   	  CASH	  FLOW	   	  	   	  	   	  	   	  	   	  	   	  	  
Whole	  month	   	  	   	  	   	  	   	  	   	  	   	  	  
Share	  issue	   10	  000	   	  0	   	  0	   	  0	   	  0	   	  0	  
Amazon	  AWS	  payments	   	  0	   	  0	   	  0	   	  0	   	  0	   	  0	  
Dinahosting	  S.L.	  payments	   -­‐	  26	   	  0	   	  0	   	  0	   	  0	   	  0	  
Total	  for	  month	   9	  974	   	  0	   	  0	   	  0	   	  0	   	  0	  
Net	  cash	  balance	   9	  974	   9	  974	   9	  974	   9	  974	   9	  974	   9	  974	  
 
Financial forecasts are included on page 62 and full historical and forecast data are 
at Annex C. 
Business organisation 
The management team comprises two professionals with appropriate qualifications, 
solid experience and complementary skills. They have worked together previously 
and demonstrated their ability specifying, planning and executing highly technical 
projects to their full extent achieving exceptional results. 
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Figure 12 - Responsibilities chart 
 
 
Figure 13 - Organisational chart 
 
 
Direction 
Albert Peiró and Marc Blando head the Direction team. Albert has a passion in 
envisioning and creating. He’s a natural leader and applies an objective approach to 
decision making backed by his professional experience and vision. Marc is both a 
born innovator and a courageous executive with an excellent analytical approach to 
decision driven processes. 
Activities comprise: 
• Manage business strategy 
• Manage financial strategy 
• Control business performance 
Administration 
Marc Blando heads our Administration team. He is excellent at processing and 
analysing data, he likes resources administration and brings previous experience in 
Albert	  Peiró	  
Chief	  Executive	  Of4icer	  
Chief	  Product	  Development	  
Human	  Resources	  
Marc	  Blando	  
Executive	  Vice	  President	  
Chief	  Technical	  Of4icer	  
Chief	  Financial	  Of4icer	  
Direction	  
Administration	  
Product	  Development	  
Frontend	  
Design	  
Web	  
Mobile	  
Backend	   Infrastructure	  Application	  
Human	  Resources	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accounting. He is committed to help the organisation grow managing assets and 
detecting risks. 
Activities comprise: 
• Manage financial accounts 
• Manage legal assets 
• Manage physical assets 
Product Development 
Albert Peiró and Marc Blando head our Product Development team. Albert has a 
wealth of experience in frontend and user experience development as well as 
process development engineering. Marc brings experience assessing value and 
focuses on requirement analysis and backend technology. 
Activities comprise: 
• Manage product strategy 
• Manage innovation 
• Manage design 
• Manage frontend and backend implementation 
Human Resources 
Albert Peiró heads our Human Resources team. He is an excellent observer, has 
natural interest in psychology and has previously achieved remarkable results 
leading the technical recruitment of backend, frontend and mobile positions. He 
possesses insights on skills required for the roles, is capable of understanding 
people’s motivations and help them envision their career progression within the 
company. 
Activities comprise: 
• Manage HR strategy 
• Manage recruitment processes 
• Manage people development 
Business Infrastructure 
Projey is currently operating from the founders’ residence. We are interested in 
applying to office premises in the @22 Barcelona Entrepreneur Centre. These are 
ideally situated in a new development area, close to the future UPC Research & 
Development campus, important businesses and shopping areas. It has good 
commuting alternatives and is easily accessible by motorway or cycling. We account 
with experience and contacts within @22, which should help us get assigned a lease 
in the upcoming months. 
Products and services 
Our launch product is Projey – a projects marketplace that allows businesses 
contract professionals and pay them reliably and securely. The system comprises a 
series of web & mobile client applications covering the majority of devices and 
resolutions, and a backend infrastructure from which the application feeds. 
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Businesses publish project offers that are available by search or notified intelligently 
to the most suitable professionals. When both parts accept a project offer the system 
tracks the progress of the project and allows the business to pay the professional for 
the agreed price. This happens through an Escrow [19] payment gateway integrated 
within the platform. The platform is capable of understanding project data and uses it 
to recommend appropriate candidates. Other distinctive points are the fairness in the 
rating system based in accumulative points; the unique design and customization 
ability, which intends to make project pages become “cool” and trendy; and an 
innovative interview system that enriches the hiring process and saves time. 
Core competencies 
A review of the current situation analysis shows that we have developed core 
competencies in the following areas: 
Research & Development - Disruption and Differentiation 
We strive to dramatically improve our solution to people’s problems by looking for 
disruptive areas. Our way of thinking is that of being creative and innovative about 
every aspect of the business, assessing the impact in the short-term. We try new 
technology in a regular basis and are not afraid of getting mistaken. 
Product Development - Build, Measure, Learn 
We iterate through short batches of work, then measure the impact of our changes 
and try to learn lessons that allow us to keep adding value in the right direction. Our 
analytical skills and obsession about user data enables us to learn at a fast pace. 
Branding - Details are everything 
We continuously analyse and develop improvements to our identity and values, to 
make sure that from employees to customers everyone understands, values and 
follows our brand. Moreover we make of our brand our culture. 
Market research/understanding - Strong analytical skills 
We have experience on the problems we are addressing. Yet we don’t stop listening 
to customers and watching out for new opportunities. We are immersed in the 
technological and social trends and try to envision how things should work so we can 
produce technology that changes peoples lives. 
Human Resources - Experience recruiting top talent 
Our most valuable asset is people. To ensure the best product is crafted in such a 
creative industry at high speed we look only for the people that adds up to the 
existing skills of our team. We also analyse group dynamics to ensure our internal 
ecosystem has the appropriate gears to run.  
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External environment 
The economy 
Global financial crisis 
The current economic scenario requires understanding the financial crisis that global 
economy experiences since 2007. This was caused by an ever-increasing debt 
carried on from individuals to financial entities to governments and finally to markets. 
First-world economies spent over their reasonable potential at a speed no one could 
return. The chain majorly started with individuals and businesses socially pushed to 
live at standards they could not afford. Banks, in a poorly regulated way started 
offering risky loans to a vast majority of population. By doing this, the price of basic 
goods like property saw incredible increase. The bursting of the U.S. housing bubble, 
which peaked in 2006 caused the values of securities tied to U.S. real estate pricing 
to plummet, damaging financial institutions globally. A domino effect caused lost of 
trust from investors, causing a liquidity crisis, which affected the global economy in 
an unprecedented way. [20] 
Current economic scenario 
As Marc Andreessen states “Software is eating the world”. [21] 
The actual economy requires businesses to optimize their existing resources, 
expanding to highly profitable markets, switching to low-cost production processes 
and providing more and better services. All these highly benefit from digital 
technology and innovation. [22] 
The most relevant facts:  
• Primary industry: Focus on emerging markets. Cost of production and 
international logistics has decreased 
• Secondary industry: Focus on added value services, customization, delivery 
and support. 
• Tertiary industry: Focus on on-line integration, optimization and innovation. 
• Developed countries consumer behaviour is high disposability and peak 
demand. 
• Computer & Electronics industry see exponential improvements and linear 
decrease in pricing due to demand and innovation. Decreasing cost of 
production unlocks business in emerging markets. 
• Emerging markets are becoming more connected and competitive 
internationally. 
• Outsourcing allows more flexibility and globalisation for businesses, 
especially in technology and recruitment industry. 
• Improved and ubiquitous communication tools allow for remote work more 
easily, although not in an integrated and reliable way. 
Freelance work industry is reported to be one of the top growing within the next 
years with an expected 18% growth through 2013. [23] [24] [25] [26] [27] [28] [29] 
[30] 
On-line freelancing has grown tremendously in the last few years. Industry 
revenues in 2010 were over 360 million dollars, and the fourth quarter revenues 
in 2010 were 61% higher than first quarter revenues. [31] [32] [33] 
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This surge can be attributed to two main factors. First, technological innovations 
such as electronic deliverability of jobs and fast Internet connections have 
increased the supply of jobs that can be performed by freelancers. Second, 
online freelance marketplaces offer a low cost way for geographically distant 
players to trade, especially since there is an abundance of unemployed skilled 
workers in emerging economies (Indian subcontinent, Eastern Europe) that have 
low costs of living, and a healthy demand for skilled workers in developed 
countries, where local labour is expensive. In fact, the majority of buyers (over 
80%) belong to developed countries, while the majority of sellers (over 70%) 
belong to developing countries. [31] [34] 
 
Market analysis 
Our market is mostly comprised by businesses and individuals who are interested in 
an exchange of contractual work for money and/or recognition. 
Business and Start-up 
The ideal business has these characteristics [35]: 
• Can outsource some of their labour 
• Has an understanding and trust of Internet 
Experiences one or more of these problems [36] [37]: 
• Shortage or difficulty of access to talent, expertise or workforce 
• Need contractual flexibility when hiring people 
• In need of reducing hiring costs 
• Getting people interested about their job positions 
• Getting quality graduates interested in their job positions 
Individual and professional 
The ideal freelancer has these characteristics [38]: 
• Has an understanding and access to Internet 
• Looking at finding what they really like doing 
• Looking for flexibility on their job contract 
• Looking for new challenges and to expand their career options 
Experiences one or more of these problems [39]: 
• Shortage of clients for their freelance work 
• Shortage of income 
• Difficulty managing freelance work with clients 
• Experiencing boredom at their current job 
• In need to work from home 
Our potential customers 
• Age: 
o 16 – 80 
• Gender: 
o Female/Male 
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• Knowledge [40]: 
o Skilled in some speciality 
• Situation: 
o Looking for work 
o Unsatisfied with current job 
o Enjoying spare time with no activities 
o In need for more income 
• Requires: 
o Understanding of personal computer / internet 
o Bank Account / Credit card 
Segmentation 
By employability [41]: 
• Full-time freelance professionals 
• Part-time / occasional freelance professionals 
• Fresh graduates 
• Retired people 
By industry [42]: 
• Design 
• Engineering 
• Writing 
• Accounting 
• Other specializations 
 
Competitor analysis 
Job boards market – segmented industry 
The job boards scenario is very scattered around the globe. The three criteria for 
specialization is either location or job speciality. 
Trusted industry study surveyed over 100 independent job boards from the UK 
reporting that 75% of job boards visitors are window shoppers who neither apply for a 
job nor register. The average site has 3.5 employees; 22% have one or less; 9% 
have 30 or more. The marketing expenses range from 1% to 14% being 6.7% the 
average of annual revenue spent. [31] 
All this indicates there’s high fragmentation and people don’t look for a single solution 
but rather try many sites.  
Freelance projects marketplace 
The U.S. / Canada and Australian market is led by Guru.com, Freelancer.com, 
Elance.com and oDesk.com. These websites provide services for freelancers and 
contractors with a focus on remote work, including postage and search of offers, safe 
payment processing and project management. In the European scene the leading 
website is Twago.com. Twago has also a Spanish-spoken branch targeting Spain 
and Latin America. [43] [44] 
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Elance, Freelancer and Guru are websites created in the pre-social media generation, 
which don’t explore the capabilities of social web, big data or new design trends. 
oDesk does follow the same pattern. Their strategy is to attack the same market with 
some differentiation based on pricing, discount policy and rarely with features. They 
don’t apply data mining to the job listings or improve the quality of data. [45] [46] [47] 
There are other niche websites like dribbble.com and getacoder.com that specialise 
on different industries like design or programming. Because they’re specialised their 
user base is smaller and their reach in implementation of services is limited. [48]  
Main competitor 
Nubelo.com was incorporated in 2011 to the Spanish-spoken market and we 
consider it the actual leader, based on the quality of the product and projected sales. 
It is the only competitor only targeting the Spanish-spoken market. In January 2013 
they stated value for all online projects since November 2011 of €1,148,052 
($1,495,000), about 3,500 published projects in total of which 1,005 are currently 
active and 25,245 signed up professionals. [49] 
Estimating sales 
From these numbers we can deduce their average gross revenue per sale is €328 
from which they have in the best case a gross profit of €26 (8%). We know the 
payment gateway they use costs 3.25% of each sale leaving a maximum net profit 
before operational costs of 4.75% per sale. 
Estimating operational costs 
They say they currently employ 15 people which considering salary expenses of 
average salaries for €1.000 gross (Spain 2012) per employee / month would cost 
monthly €18,000 (including Social Security). 
We reliably know from their location their cost for office premises is worth at least 
€250 / 2 people / month adding up to a total of €1,850 / month to their setup. We 
estimate other operational costs like services and infrastructure on €500 / month. 
Critical operational costs add up to a total of €20,350 per month. 
Estimating profit & loss  
In their declarations on newspapers they state they expect to be profitable by the end 
of 2013. To turn over with a positive P&L account considering previous estimations 
they would need €428,421 gross revenue / month equivalent to 1,306 sales / month. 
Estimating growth of sales (best case scenario) 
Supposing an average sale probability of 100% (all closed projects are sales) the 
deduced sales (in the past 14 month run) are 179 / month worth €58,712 gross 
revenue and maximum net profit before operational costs of €2,789 per month. Right 
now their loss & profit account should be negative each month at least under €-
17,561. 
Their projected sales would need to grow at 113 sales / month to turn profitable 
within the next 10 months (end of 2013). To achieve such sales with a sale 
probability of 100% they would need 113 new published projects / month. 
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Estimating growth of sales (optimistic scenario) 
Sale probability of 50% in the past 14 months would deduce in 90 sales / month 
worth €29,520 gross revenue and €1,402 net revenue. P&L account at €-18,948. 
Projected sales would need to grow at 122 sales / month to turn profitable within next 
10 months (end of 2013). To achieve such sales with a sale probability of 50% they 
would need 244 new published projects / month. 
Estimating growth of sales (realistic scenario) 
Sale probability of 10% would give 18 sales / month worth €5,904 gross revenue and 
€280 net revenue. P&L account at €-20,070. 
Projected sales would need to grow at 129 sales / month to turn profitable within next 
10 months (end of 2013). To achieve such sales with a sale probability of 10% they 
would need 1,289 new published projects / month. 
Conclusions 
Observing the number of total published projects and active projects over a period of 
2 months we noticed the number of published projects grew significantly (over 1000 / 
month) whilst active projects remained the same. This matches exactly the realistic 
projected sales scenario. If we trust they will be profitable by the end of 2013 then we 
could estimate their success rate at about 10%. This rate will most likely be still 
optimistic given our calculations took the most favourable values for the competition 
in the estimations. [49] 
Some of these estimations serve as indicators in the financial analysis at page 62. 
Competitive advantages 
Run Lean and AGILE 
Applying Lean Start-up methodology and AGILE practices we can achieve a shorter 
life span for each phase of development. These techniques shorten the time it takes 
features to go from idea conception to delivery. This is especially important when 
trying to integrate novel features as it allows fast improvements and learning from 
real customers feedback early.  
Strong research and development 
Our highly creative team is constantly exploring new ideas and trying to address 
unsolved problems with a fresh approach. We systematically talk and express our 
feelings and thoughts about problems of all kinds and think solutions that connect to 
our business. We also apply data-mining techniques to leverage the knowledge of 
our system and lead decision over features. 
Superior product – Adding simplicity 
We have a strong focus on achieving simplicity through usability, design and UX. We 
implement only what’s meaningful for us and give it our own twist. 
At this stage we prioritise features by added value and short-term strategic 
differentiation. 
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Low-cost, flexible infrastructure 
We are experts in the latest server virtualisation technology and high scalability 
systems to leverage functionality on demand. We detect system bottlenecks and 
improve performance using benchmarking tools and real user data. Our goal is to 
make a better product by providing different and meaningful functionality at the lower 
cost possible. 
Economies of scale: cheaper top talent 
We are located in a country heavily affected by the recession. Unemployment was 
over 25% in 2012 and has not improved since. Cost of top talent compared to other 
international markets is considerably cheaper. Talent are not any less competitive 
than other countries although professional culture is different. Our recruitment team 
is a key piece to ensuring our most valuable asset is constantly under improvement.  
Access to working capital 
Barcelona is considered by some as the World’s Mobile Apps capital and next Silicon 
Valley for European start-ups. We know Barcelona has a lot of potential due to its 
talent, location, lifestyle and personality. Our dream is to become one of the largest 
start-ups in Barcelona. We have contacts within Polytechnic University of Catalunya 
and are fire starters of a Barcelona’s hacker space Hacker Temple. [50] 
Superior databases, management information, and data-processing ability 
One of our strategic differentiation features is to leverage the use of project 
information to match suitable professionals. Better information management is the 
core competitive advantage we will offer. It’s worth mentioning that this technology 
resides only in our servers, which are securely protected. 
Barriers to entry the Spanish market: language and culture 
The language is a strong barrier for websites like job boards in English. Because 
their core product is a job advertisement system, at this stage it is unaffordable for 
them to translate all of their ads to Spanish reliably. For getting in the market they 
need to get customers post ads in Spanish and maintaining a translated version of 
their website. 
Competitors systems do not leverage data mining to help communication across 
different language speakers. 
Latin culture is by nature more orientated to handcrafted and local products. As long 
as they offer similar advantages and price there will be a preference towards our 
product from local customers. 
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Strategy and plans 
Overview 
The market analysis on page 54 indicates that we can take advantage of an 
unexploited market niche – automated project/job match based on professional 
profile and project data mining, simplistic design and target customer. The main entry 
point will be Spanish Universities, university-associated companies and start-ups. 
Once we gain the share of the market and implement improvements we will target 
other business segments and ultimately the international market. 
We were the first to spot the gap in the market and the difficulty and differentiation of 
the approach locks out the main competitors. We estimate there will be a 10-month 
lag before they are in a position to compete. By which time we will have achieved 
critical mass in the segments we target. The segment will be unattractive due to lack 
of other competitors and their interest in differentiation in the same market. We will 
also use the revenue from the first sales to improve our core technology, improve the 
range of payment mechanisms and attack other market niches. 
Objectives 
The strategic objectives that we have set in relation to this strategy are as follows: 
1. Establish a partnership, account or integration with more than 60% 
universities in Spain 
2. Get known as the best product amongst start-ups and small businesses in the 
target market 
3. Completion of hardware and software as described in Annex A and Annex B 
in year 1 
4. Annual sales volumes in the range shown in Annex C.4 in year 3 
5. Achieve users growth ratio close to 0.3 (for each three professionals signing 
up at least another professional will sign up) in year 3 
Business strategy 
In essence our strategy is to: 
1. Work with universities, businesses and organisations to promote the platform, 
form partnerships and integrations 
2. Implement software and hardware modifications to provide an outstanding 
service that helps building a brand’s reputation 
3. Pursue the strategic sales indicated in Annex C.4, year 3 that will take us to 
critical mass most rapidly and lock out the major competitors 
4. Use revenue from the initial sales to address international market 
5. Acquire market share from other international competitors 
 
Operating plan 
There are three main elements to our operating plan: development, marketing and 
sales, and administrative support. These are considered in the following paragraphs. 
Full details are in Annex D. 
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Development 
The main five areas to cover are: 
• Client applications delivered strategically 
o Web 
o Android 
o iOS 
• Server applications for distributed feeding of client applications 
o API 
o Automated processes 
• Systems infrastructure for the virtual means to achieve scalable distribution 
o Load balancing 
o Web server 
o API server 
o Search server 
o Database 
• Development environment and easy setup for scaling the product 
o Stage 
o Local 
Marketing and Sales 
The main four targets to sell to: 
• Universities 
o Get contacts 
o Integrate data 
o Get promotion 
o Measure revenue 
• University-associated businesses 
o Get contacts 
o Integrate data 
o Get promotion 
o Measure revenue 
• Start-ups 
o Get contacts 
o Integrate data 
o Get promotion 
o Measure revenue 
• Small Businesses 
o Get contacts 
o Integrate data 
o Get promotion 
o Measure revenue 
Administrative Support 
The three areas to focus on are: 
• Account management 
o Balance sheet management 
o Payments 
o Debt 
o Cash management 
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• Direction & Strategy 
o Analysis 
o Management 
o Strategy 
• Human Resources 
o Open positions 
o Personal development 
 
Rewards 
Following this strategy we will ensure to enter the market by unlocking demand, 
which will give us recognition as pioneers and improve our reputation. Also it gives us 
a framework to work within: 
• A customer base that needs our product, is eager to try new technology and 
is comprehensive with products that are not fully developed 
• A limited use case to bootstrap from, which will ease development and 
direction 
• A customer network with high potential for a long-term relationship 
• Feedback on how to improve the existing services 
• Generate a solid revenue stream 
By the time we reach saturation in the segments we first targeted in Spain we will 
have developed the product to an extent that will allow us to lock out competitors and 
address other markets. 
The next step will be targeting the international market. Given competitors market 
position, our key differentiations and the market growth we estimate we can gain a 
position, starting by southern European countries, South-American countries, U.S., 
and later other potential countries. 
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Financial analysis 
Breakeven analysis 
We pass break even when we sell more than 6649 projects with an average price of 
345€ (year 3). [51] [52] [53] 
Figure 14 - Breakeven analysis chart for year 3 
 
We believe that we can comfortably achieve this break-even level even on a worst-
case scenario where the average sale price is equal to the average sale price of our 
competitor. Because our target market is national businesses and freelancers, and 
our segments advanced studies professionals we expect the average sale price to be 
at least 10% higher. The reason for this lies in the fact that our index for average sale 
price is taken from our competitor’s sales. But their the market research shows 
they’re currently targeting operations between Spanish businesses outsourcing to 
Latin American countries, which in fact reduces the price of each sale, due to 
currency exchange and cost of life advantages. [54] 
Aside from price variations our estimated costs have been pessimistic and our 
allocation for contingency generous. 
Sales projections 
The limiting factor on sales volume might be the market itself getting unlocked and 
reaching maturity. We can solve this by advancing the market entry to other 
European countries and reducing time for product improvement. Sales forecast 
indicates demand will boost by 2017, which will enable us to reach 50.000 sales in 
year 3 breaking even in late Q2 2017 (Month 30). [55] [56] 
Capital spending 
Development of Projey.com requires the following equipment necessary to ensure 
development of the platform: 
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Table 3 – Summary of capital outlays, first five years 
Euros	   Year	  1	   Year	  2	   Year	  3	   Year	  4	   Year	  5	   Total	  
CAPITAL	  OUTLAYS	   	  	   	  	   	  	   	  	   	  	   	  	  
Employees	  snapshot	   	  4	   	  6	   	  7	   	  10	   	  12	   	  39	  
Office	  fitting	   	  400	   	  200	   	  100	   	  300	   	  200	   1	  200	  
Office	  furniture	   	  400	   	  200	   	  100	   	  300	   	  200	   1	  200	  
Office	  equipment	   	  400	   	  200	   	  100	   	  300	   	  200	   1	  200	  
Telecoms	  equipment	   	  20	   	  10	   	  5	   	  15	   	  10	   	  60	  
Computers	   	  	   	  	   	  	   	  	   	  	   	  	  
Mac	   4	  800	   2	  400	   1	  200	   3	  600	   2	  400	   14	  400	  
Software	   	  0	   	  500	   	  500	   	  500	   	  500	   2	  000	  
Mobile	  devices	   	  0	   	  500	   	  500	   	  500	   	  500	   2	  000	  
Total	   6	  020	   4	  010	   2	  505	   5	  515	   4	  010	   22	  060	  
 
We will minimise capital outlays by the following means: 
• Base office rent in a start-up incubator which provides comfortable office 
spaces and start-up support at an unbeatable price as low as 250€/month 
per module (2 desks). 
• Providing office equipment that’s good enough, and only emphasizing quality 
on furniture that directly affects people’s wellness and productivity like chairs. 
• Acquiring office fitting that’s modular, scalable and reusable 
We will incrementally get the required office equipment to provide newcomers with 
comfort and ambiance in order to profit from the opportunities outlined on page 61. 
Operating costs 
Staff costs 
Our major operating costs relate to staffing the development department. To 
minimise our commitments while sales are being established the following actions 
will be taken: 
• The direction team will perform the administration and accounting tasks 
• We will use university internship contracts for all new junior employees which 
provides advantages for both employer and employee [57]: 
o For the employee: greater net salary only paying a minimum of 2% 
IRPF over salary (otherwise normally 15%). The ability to work as a 
regular employee, getting paid a reasonable salary, getting to learn 
the profession and the opportunity to get permanently contracted 
thereafter. 
o For the employer: Exemption of Social Security (27%) costs and fixed 
fee (14,7%) plus IVA 18% and a minimum salary of 1200€. The 
contract is temporary with a maximum extension of 1 year, but can be 
split in 3 or 6 months contracts. [58] [59] 
Table 4 – Summary of staff costs, first five years 
Euros	   Year	  1	   Year	  2	   Year	  3	   Year	  4	   Year	  5	  
STAFF	  COSTS	  
	   	   	   	   	  
Building a collaboration network. A business opportunity analysis. Albert Cordonet Peiró 
Universitat Politécnica de Catalunya (UPC) BarcelonaTech 64 
Employee	  costs	  
	   	   	   	   	  Employees	  snapshot	   	  4	   	  6	   	  7	   	  10	   	  12	  
Staff	  costs	   52	  938	   100	  223	   137	  533	   199	  276	   239	  706	  
Total	   52	  938	   100	  223	   137	  533	   199	  276	   239	  706	  
	   	   	   	   	   	   
Other operating costs 
Table 5 shows that the largest non-staff operating costs are the rental of office 
spaces. 
Table 5 – Summary of operating costs, first five years 
Euros	   Year	  1	   Year	  2	   Year	  3	   Year	  4	   Year	  5	  
OPERATING	  COSTS	  
	   	   	   	   	  Other	  expenditures	  
	   	   	   	   	  Depreciation	   	  0	   1	  126	   1	  967	   2	  506	   3	  648	  
Maintenance	  of	  computers	   	  0	   	  600	   	  700	   1	  000	   1	  200	  
Rental	  and	  property	  taxes	   3	  000	   4	  500	   5	  250	   7	  500	   9	  000	  
Electricity	  and	  water	   	  0	   	  0	   	  0	   	  0	   	  0	  
	   	   	   	   	   	  Total	   3	  000 6	  226 7	  917 11	  006 13	  848
	   	   	   	   	   	   
Profit and loss account 
The revenue and costs described below are brought together in the profit and loss 
account in Table 6 (full details are in Annex C.7). The €52.7K net loss in year 1 
increases to €90.9K in year 2, turns to a net profit of €11.3K by year 3 and €224.8K 
in year 4. Sales will reach 60K in year 5 which will turn €1.1M. 
Table 6 – Summary of profit & loss, first five years 
Euros	   Year	  1	   Year	  2	   Year	  3	   Year	  4	   Year	  5	  
PROFIT	  &	  LOSS	   	   	   	   	   	  
Sales	   82	  000	   331	  280	   2534	  292	   6893	  274	   21093	  419	  
Less:	  Cost	  of	  sales	   77	  114	   310	  762	   2371	  404	   6448	  264	   19729	  428	  
Gross	  profit	   4	  886	   20	  518	   162	  888	   445	  011	   1363	  991	  
Less:	  Operating	  costs	   	   	   	   	   	  
Employee	  costs	   44	  287	   82	  742	   106	  683	   157	  418	   194	  718	  
Other	  expenditure	   3	  000	   6	  226	   7	  917	   11	  006	   13	  848	  
Total	  operating	  costs	   55	  938	   106	  449	   145	  449	   210	  283	   253	  554	  
Operating	  profit	  (loss)	  before	  
contingency	  
(51	  052)	   (85	  931)	   17	  438	   234	  728	   1110	  437	  
Less:	  Contingency	   1	  707	   5	  037	   6	  090	   8	  420	   10	  200	  
Operating	  profit	  (loss)	  with	  
contingency	  [projected]	  
(52	  759)	   (90	  968)	   11	  348	   226	  308	   1100	  237	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Balance sheet 
A summarized balance sheet is shown in Table 7 (full details are in Annex C.8). By 
year 5, retained earnings exceed €1.1M and net asset value is €18.4K. 
Table 7 – Summary of balance sheet, first five years 
Euros	   Year	  1	   Year	  2	   Year	  3	   Year	  4	   Year	  5	  
BALANCE	  SHEET	   	  	   	  	   	  	   	  	   	  	  
End	  year	   	  	   	  	   	  	   	  	   	  	  
Assets	   	  	   	  	   	  	   	  	   	  	  
Cash	  at	  bank	   10	  000	   10	  000	   10	  000	   10	  000	   10	  000	  
Fixed	  assets	  at	  cost	   6	  020	   10	  030	   12	  535	   18	  050	   22	  060	  
Less:	  acc.	  depreciation	   	  0	   1	  126	   1	  967	   2	  506	   3	  648	  
Net	  fixed	  assets	   6	  020	   8	  904	   10	  568	   15	  544	   18	  412	  
Total	  assets	   16	  020	   18	  904	   20	  568	   25	  544	   28	  412	  
Liabilities	   	  	   	  	   	  	   	  	   	  	  
Total	   	  0	   	  0	   	  0	   	  0	   	  0	  
Capital	  &	  Reserves	   	  	   	  	   	  	   	  	   	  	  
Paid	  up	  share	  capital	   10	  000	   	  0	   	  0	   	  0	   	  0	  
Profit	  (loss),	  current	  year	   -­‐52	  759	   -­‐90	  968	   11	  348	   226	  308	   1100	  237	  
Total	  capital	  and	  reserves	   -­‐42	  759	   -­‐90	  968	   11	  348	   226	  308	   1100	  237	  
Total	  liabilities	  and	  equity	   -­‐42	  759	   -­‐90	  968	   11	  348	   226	  308	   1100	  237	  
 
Cash flow and funding requirements 
The following chart illustrates our cumulative cash flow projection (detailed figures 
are in Annex C.9). Monthly cash inflows start to exceed outflows on year 3 and we 
move into a surplus by month 34. Our maximum funding requirement is $170K, which 
will be spent, in capital outlays explained in Table 3 and operating costs up until year 
3. 
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Figure 15 - Cumulative cash flow projection, first five years 
 
Valuation 
On a modest price earning multiple of 10, the implied market value of the equity 
capital will be nearly $1.5M by year 5. This would represent a potential return on 
investment of €1.3M. 
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Risk analysis 
SWOT – strengths, weaknesses, opportunities, threats 
We have analysed our strengths and weaknesses, and the opportunities for and 
threats to the business. The key items are listed below; each with a note explaining 
how we will cope with, or exploit, the issue. 
Table 8 - SWOT analysis table driven by internal/external and helpful/harmful conditioners 
 Helpful Harmful 
Internal origin Strengths 
- Cheap top-talent 
- Product simplicity 
- Strong R&D 
- Lean Management 
- Data mining 
- Language barrier 
Weaknesses 
- Commercial experience 
- Business administration 
experience 
- Security systems 
implementation 
External origin Opportunities 
- Target segments not 
addressed by competitors 
- Partner with recognised 
universities and businesses 
- Use different distribution 
channels 
Threats 
- Market not big enough to 
reach sales projection 
- U.S. competitor reacts 
entering Spanish spoken 
market 
- Difficult to attract top talent 
- Access to international 
businesses 
 
Strengths 
Cheap top talent: for an international company it is more profitable in terms of 
labour to operate from Spain than U.S. or UK but talent is comparatively similar. 
Product simplicity: we aim to gain advantage over competitors making our product 
memorable by making it simple. Simple things that get results are easier to market. 
Strong R&D: research and development of new features is key to make the product 
different and better, which will improve sales indirectly. 
Lean Management: we learn from the real use to determine if features are 
meaningful improving the product or if they add complexity. 
Data mining: use data to create new valuable services that drive interest in the 
product. 
Language barrier: the language barrier and culture locks our market segment, and 
makes it unattractive to internationally set up businesses. 
Weaknesses 
Commercial experience: we lack commercial experience due to the technical 
nature of our careers. We will mitigate this risk by training our skills with our first 
target segment: universities and small businesses. The direction team will be 
involved from the start in the selling tasks so they can learn first hand the feedback 
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from customers about the product. In case of further need a professional sales man 
will assist them occasionally. 
Business administration experience: similarly we can occasionally lack of the 
skills required to administer the business accounts or take critical decisions. To 
mitigate this risk we account with a set of advisors that we can consult or hire 
occasionally. 
Security systems implementation: we lack experience implementing a real secure 
system that manages a lot of sensitive data. However, our technical solvency and 
understanding of systems will help us solve the main hurdles until we eventually hire 
an expert in systems security. 
Opportunities 
Target segments not addressed by competitors: our opportunity to enter the 
market lies in a segment that can potentially be a reliable source of income and 
growth. 
Partner with recognised universities and businesses: partnerships will offer 
advantages to both parts and aim to establish solid long-term relationships that 
increase the value of our business in different ways. 
Use different distribution channels: by doing so we position our product as 
different and fresh. Email invitations with reward for both inviting and joining parts 
and other mechanisms will be explored. 
Threats 
Market not big enough to reach sales projection: should this threat become a 
reality we will take two actions. Firstly we will keep developing the Spanish-spoken 
countries. Secondly we will start targeting other suitable countries and encouraging 
synergies. 
U.S. competitor reacts entering Spanish-spoken market: updating our price to 
improve competitor’s performance would mitigate this risk. Should the risk happen, 
we would aggressively market our product highlighting the best features over our 
competitor’s and encouraging customers to support local development. 
Difficult to attract top talent: as an organisation we will mitigate this risk by keeping 
all of our stakeholders up to date about our job vacancies. We will participate in 
industry events where we can improve our contacts base and showcase our product 
and company culture. 
Access to international businesses: on the international scene we can potentially 
experience loss of opportunity by not attending to the many social and business 
events available, or being too far from other industry businesses. These could bring 
partnerships and ease development of the product. We will improve our contact base 
by attending international events and keep up with tech hubs. In the future we would 
be open to expand our office to other technology hubs like Silicon Valley. 
Limiting factors 
There are two things, which could limit our sales in year one and delay the sign-up of 
projects. First, there is a constraint on the level of integration with universities until we 
can develop the finalised integration tools. However, they could always integrate on 
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their job boards a link to the specific offer in our platform. Second, the number of 
professionals signing up in the platform could be not enough appealing for many 
businesses to sign up. For some businesses this will not be an inconvenience if we 
can automate in some way the upload of their listings or provide them with an easy 
account setup. 
Critical success factors 
We have determined that we must achieve the following targets in order to move our 
strategy forward. Most critical is to have an easy account sign up process, easy 
publishing tool and a combination of the most important Universities and businesses 
in Spain sign-up. Ultimately to have tuned a growth mechanism that ensures a >=1 
ratio for professionals. We are implementing a three-step program to ensure that we 
meet these requirements. The first step is to watch real users test the app and 
ensure is bug-free, easy and attractive to sign-up and publish. Second, we will work 
together with universities and businesses to guarantee we sort all barriers there are, 
from business model to integration. Third we will monitor the engine growth 
implementation and improve its effectiveness until we achieve the expected results. 
Alternative scenarios 
Our sales forecasts, and projected revenues, costs, and financial statements are 
based on the lower-end of our most-likely scenario. 
As already discussed, there is a range of possible outcomes dependent on a wide 
range of factors both within and outside of our control. Accordingly, we evaluated the 
plan including two alternative scenarios showing how the business will develop under 
varying conditions. The low-income scenario assumes that certain unlikely events 
depress sales or prices by 11% our calculations show that we still break even in year 
3 with 6,649 and we also include a high-income scenario to show how net profit will 
rise sharply if we see a 11% increase in sales. 
Low-income scenario 
Table 9 - Analysis of investment and other key numbers in a low-income scenario 
Euros	   Year	  1	   Year	  2	   Year	  3	   Year	  4	   Year	  5	  
11%	  decrease	  in	  sales	  
	   	   	   	   	  Number	  sales	  snapshot	   	  223	   	  890	   6	  675	   17	  800	   53	  400	  
Needed	  number	  sales	  to	  breakeven	   2	  635	   4	  964	   6	  649	   9	  425	   11	  141	  
Operating	  profit	  (loss)	  with	  contingency	  
[projected]	  
(53	  343)	   (93	  327)	   (6	  698)	   177	  222	   950	  030	  
Net	  cash	  balance	   (59	  363)	   (155	  574)	   (162	  809)	   11	  404	   961	  072	  
Valuation	  
	   	   	   	  
6625	  930	  
Equity	  
	   	   	   	  
1325	  186	  
Return	  on	  investment	  
	   	   	   	  
1155	  186	  
Return	  on	  investment	  %	  
	   	   	   	  
680%	  
 
High-income scenario 
Table 10 - Analysis of investment and other key numbers in a high-income scenario 
Euros	   Year	  1	   Year	  2	   Year	  3	   Year	  4	   Year	  5	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11%	  increase	  in	  sales	  
	   	   	   	   	  Number	  sales	  snapshot	   	  278	   1	  110	   8	  325	   22	  200	   66	  600	  
Needed	  number	  sales	  to	  breakeven	   2	  635	   4	  964	   6	  649	   9	  425	   11	  141	  
Operating	  profit	  (loss)	  with	  contingency	  
[projected]	   (52	  175)	   (88	  609)	   29	  394	   275	  394	   1250	  444	  
Net	  cash	  balance	   (58	  195)	   (149	  688)	   (120	  832)	   151	  553	   1401	  635	  
Valuation	  
	   	   	   	  
8304	  481	  
Equity	  
	   	   	   	  
1660	  896	  
Return	  on	  investment	  
	   	   	   	  
1490	  896	  
Return	  on	  investment	  %	  
	   	   	   	  
877%	  
 
Sensitivity analysis 
The following table shows our assessment of the effects of a 1% increase in key 
variables. A 1% decline will have approximately the opposite effect. You may use this 
table to assess your own scenarios. 
Table 11 - Sensitivity analysis for a 1% increase in volume, price or cost 
A	  1%	  increase	  in	  
	  
Net	  profit	  
€000	  
Borrowing	  
€000	  
ROE	  
%	  
Sales	  volume	   +14	   0	   +1	  
Sales	  price	   +182	   0	   +13	  
Labour	  costs	   -­‐2	   0	   -­‐0.2	  
Sales	  costs	   -­‐192	   0	   -­‐19	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Conclusions 
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Conclusions 
About the architecture 
The main goal for the architecture was to analyse and design a highly scalable 
solution. 
Let me start with some honesty about what this project was about one year ago: 
chaos. When the idea was born I accounted with zero knowledge about the following 
concepts covered within the technical sections of this document: 
- Amazon Web Services 
I’ve gained understanding about each of the main services, pricing and how 
to build a setup that screams over AWS hardware, it’s x10 faster than the 
average website and considerably cheaper to host 
- Backend Applications 
I’ve learnt to configure server technology, detect bottlenecks and understand 
advanced techniques like server spoon-feeding. I’ve learnt fast solutions to 
serve static files and how to build a RESTful API and plug it to middleware 
layers like ORM. 
- Web Client Applications 
I’ve learnt how to build a web application that loads one time (like Gmail.com) 
and reuses its resources to offload requests to the server. Moreover I’ve 
learnt to write extremely scalable JavaScript code with a similar approach to 
desktop applications. Finally I’ve learnt to optimize and protect the application 
adding a compilation step and an obfuscation step (like Google.com) 
- Interface design 
I’ve learnt what are the main trends in interface design and applied the 
conclusions to the graphic design of the application 
In conclusion the architected solution accomplishes the general aim of this project 
because: 
- Hardware is highly scalable, high performance, low power (cheap) 
The main point of using AWS is having scalability. Although AWS does not 
scale systems for you it does provide you with the right tools so you can scale 
up with relative ease. At least, it makes it infinitely easier than going to the 
store to buy a new server. There’re a big number of things to take into 
account when scaling. My focus on this project has been architecting the 
parts that will predictably need to scale the first and probably automatically in 
the future. These are software, servers and databases. The technical hurdles 
like configuring Replica Sets with MySQL or configuring Load Balancers when 
scaling in further phases of development are off the scope of this project. Like 
in many other engineering fields, I believe the important is not to know how to 
implement it, but to understand why and how you will need it. I can conclude 
that enough consideration has been taken in scalability on choosing the 
hardware so the product is ready for a few million users without the need of a 
major rebuild. 
- Web Client Application is high performance and highly scalable 
The main purpose of single-load JavaScript applications is to offload the 
server from requests. Additionally, the framework I’ve chosen (Backbone.js) 
adds high scalability due to its capability to load modules asynchronously. I 
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can add functionality and refactor in a much easier way than typical PHP web 
applications. Spaghetti code [60] and repetition is totally avoided leading to 
much leaner, clean and maintainable code. 
- Interface design 
Interface design has been also analysed for achieving high scalability. 
Although it wasn’t in the initial scope of this document there are many 
decisions made with the aim of scaling. A couple of examples are the main 
structure and the menus structure. 
The main structure has been thought out looking at the trend of screens to 
become wider than taller. Common resolutions are now close to a 16:9 ratio 
so that means users get less height and more width. This means there’s a lot 
more space on the sides. Thinking of how apps should look, a menu will 
generally be less redundant placed on the side rather than at the top. Multiple 
level menus look just cleaner and there’s more height for the real content at 
the centre. 
Figure 16 - Draft of app structure with scalable side menu 
 
 
About the business plan 
Building purely a project-centric collaboration tool was the initial idea I had in mind 
since the project started. The idea was to expand on the functionality of a ToDo list 
adding synchronisation, collaboration, real-time and files. But as time went by since 
June 2012, the market research showed that it was not such a good business idea. 
The market was flooded with the same type of business; even a lot of them were for 
Building a collaboration network. A business opportunity analysis. Albert Cordonet Peiró 
Universitat Politécnica de Catalunya (UPC) BarcelonaTech 74 
free. Those who weren’t, were still good solutions. After writing a 30 page market 
research report I concluded I wasn’t picking the right thing to build. 
So with the same goals in mind, I looked at it from a different perspective and tried to 
address a different problem. I came out with a new idea: a projects marketplace. As it 
usually happens, it turned out my new idea was not that new to the world. After a 
thorough research I found solutions and competitors. However, most of them are old-
fashioned products and use technology that has been fixed for years (Apache, PHP). 
So here it looked like there was a new opportunity to disrupt the market with a fresh 
approach. 
After some further research I found an uncovered niche (the Spanish market) and I 
could think of a solution that could work for this market and potentially scale to an 
international scope. 
The following statements summarise the conclusions about the business analysis: 
- The team has enough skills and experience to address the challenge of 
building a new solution that improves competitors 
- The Spanish market doesn’t have a main solution, the popularity of this type 
of product is limited 
- There is an opportunity for the product to grow, driven by economic, 
education, social and habit changes in society 
- The main competitor Nubelo.com in the niche has not achieved any 
significant growth rate while getting already a round of funding and operating 
for over a year and a half. They don’t show any signs of being focusing on 
disruption, but rather on sales 
- Both operating plan and three-step plan are key to our strategy and need to 
be executed, validated and reviewed 
- The financial analysis is realistic because it has been produced 
understanding the key indicators and taking values from real industry 
standards and competitors 
- The financial projections conclude that breakeven is possible in year 3, 
required funding is €170K and return on investment reaches €1.3M in year 5. 
All calculations are pessimistic on costs and sales. 
- Risk analysis concludes that the main risks to overcome are getting a solid 
user base in the initial market that drives early revenue, entering the 
international market and the reaction of competitors on our launch. 
- Sensitivity analysis states that over the projected financials, there is an 11% 
variability margin on sales to breakeven. And it also shows that 1% decrease 
in key variables to the business would not affect the funding required. 
About the project 
The project has been executed according to the initial planning with no major delays 
in the deadlines and deliverables. Personally I think the experience has been 
extremely enriching for my specialisation in Software Engineering, Distributed 
Architecture and Business. The best lesson I’ve learnt in this project has been so far 
that patience and constancy are the most powerful tools as an entrepreneur. Some 
things just take some time to figure out, some time to be built and tested, some time 
for people to understand them and some time to be successful, if they mean to be. 
Also that it is important to listen to what people needs instead of what they ask for. 
You just have to keep pushing hard until you get where you want.  
Building a collaboration network. A business opportunity analysis. Albert Cordonet Peiró 
Universitat Politécnica de Catalunya (UPC) BarcelonaTech 75 
 
Table of references 
1. Backbone.js. In: Backbonejs.org. (Accessed May 7, 2013) Available at: http://backbonejs.org/ 
2. AMD - Asynchronous Module Definition. In: Wikipedia.org. (Accessed May 7, 2013) Available at: 
http://en.wikipedia.org/wiki/Asynchronous_module_definition 
3. Require.js. In: Requirejs.org. (Accessed May 7, 2013) Available at: http://requirejs.org/ 
4. Underscore.js. In: Underscorejs.org. (Accessed May 7, 2013) Available at: 
http://underscorejs.org/ 
5. Grunt.js. In: Gruntjs. (Accessed May 7, 2013) Available at: http://gruntjs.com/ 
6. Javascript Minification - Compression and performance. In: Nczonline.net. (Accessed May 7, 
2013) Available at: http://www.nczonline.net/blog/2009/07/07/javascript-minification-compression-
and-performance/ 
7. Nginx. In: Wikipedia.org. (Accessed May 7, 2013) Available at: http://en.wikipedia.org/wiki/Nginx 
8. Nginx Vs Apache in AWS. In: blog.celingest.com. (Accessed May 7, 2013) Available at: 
http://blog.celingest.com/en/2013/02/25/nginx-vs-apache-in-aws/ 
9. Hardening Node.js for production - part 2 - using Nginx to avoid Node.js load. In: 
blog.argteam.com. (Accessed May 7, 2013) Available at: 
http://blog.argteam.com/coding/hardening-node-js-for-production-part-2-using-nginx-to-avoid-
node-js-load/ 
10. Website performance reverse proxy for Nginx. In: vivekjain10.blogspot.com.es. (Accessed May 7, 
2013) Available at: http://vivekjain10.blogspot.com.es/2010/08/website-performance-reverse-
proxy-for.html 
11. Node.js. In: Nodejs.org. (Accessed May 7, 2013) Available at: http://nodejs.org/ 
12. NPM.js. In: Npmjs.org. (Accessed May 7, 2013) Available at: https://npmjs.org/ 
13. APT - Advanced Packaging Tool. In: Wikipedia.org. (Accessed May 7, 2013) Available at: 
http://en.wikipedia.org/wiki/Advanced_Packaging_Tool 
14. REST - Representational State Transfer. In: Wikipedia.org. (Accessed May 7, 2013) Available at: 
https://en.wikipedia.org/wiki/Representational_state_transfer 
15. RESTify. In: Npmjs.org. (Accessed May 7, 2013) Available at: https://npmjs.org/package/restify 
16. JSON. In: Wikipedia.org. (Accessed May 7, 2013) Available at: http://en.wikipedia.org/wiki/JSON 
17. Object Relational Mapping. In: Wikipedia.org. (Accessed May 7, 2013) Available at: 
https://en.wikipedia.org/wiki/Object-relational_mapping 
18. Sequelize.js. In: Sequelizejs. (Accessed May 7, 2013) Available at: 
http://www.sequelizejs.com/documentation 
19. Escrow. In: Wikipedia.org. (Accessed May 7, 2013) Available at: 
http://en.wikipedia.org/wiki/Escrow 
20. Financial crisis of 2007–2008. In: Wikipedia.org. (Accessed May 7, 2013) Available at: 
http://en.wikipedia.org/wiki/Financial_crisis_of_2007%E2%80%932008 
21. Why Software Is Eating The World - Marc Andreessen. In: WallStreetJournal.com. (Accessed May 
7, 2013) Available at: http://ebookbrowse.com/marc-andreessen-on-why-software-is-eating-the-
world-pdf-d265803950 
22. Mission Growth: Europe at the Lead of the New Industrial Revolution. In: ec.europa.eu. (Accessed 
May 7, 2013) Available at: http://ec.europa.eu/enterprise/initiatives/mission-growth/index_en.htm 
23. Gartner Identifies the Top 10 Strategic Technology Trends for 2013. In: Gartner.com. (Accessed 
May 7, 2013) Available at: http://www.gartner.com/newsroom/id/2209615 
24. In 2013, check out these fast-growing industries. In: Forbes.com. (Accessed May 7, 2013) 
Available at: http://www.forbes.com/sites/sageworks/2012/12/31/in-2013-check-out-these-fast-
growing-industries/ 
25. Interesting Contract Employment Stats. In: aidanfoley.wordpress.com. (Accessed May 7, 2013) 
Available at: http://aidanfoley.wordpress.com/2010/06/23/interesting-contract-employment-stats/ 
26. Independent Work May Be Inevitable. In: HarvardBusinessReview.org. (Accessed May 7, 2013) 
Available at: http://blogs.hbr.org/johnson/2013/02/independent-work-may-be-inevit.html 
Building a collaboration network. A business opportunity analysis. Albert Cordonet Peiró 
Universitat Politécnica de Catalunya (UPC) BarcelonaTech 76 
27. The rise of telework and what it means. In: NewGeography.com. (Accessed May 7, 2013) 
Available at: http://www.newgeography.com/content/003082-the-rise-telework-and-what-it-means 
28. Top 10 Fastest Growing Industries. In: IBISWorld.com. (Accessed May 7, 2013) Available at: 
http://www.ibisworld.com/Common/MediaCenter/Fastest%20Growing%20Industries.pdf 
29. Telecommuting on the Rise as More Want to Work from Home. In: About.com. (Accessed May 7, 
2013) Available at: http://homebusiness.about.com/od/workingathome/a/telework_gas.htm 
30. Telecommuting will rise to include 43% of US workers by 2016. In: ZDNet. (Accessed May 7, 
2013) Available at: http://www.zdnet.com/blog/forrester/telecommuting-will-rise-to-include-43-of-
us-workers-by-2016/165 
31. Yoganarasimhan, H.: The Value of Reputation in an Online Freelance Marketplace. In: 
faculty.gsm.ucdavis.edu. (Accessed May 7, 2013) Available at: 
http://faculty.gsm.ucdavis.edu/~hema/reputations.pdf 
32. Worldwide Mobile Worker Population 2011–2015 Forecast. In: IDC.com. (Accessed May 7, 2013) 
Available at: http://www.idc.com/getdoc.jsp?containerId=232073#.UVMj0VvwLrx 
33. Mobile Worker Population to Reach 1.3 Billion by 2015, According to IDC. In: IDC.com. (Accessed 
May 7, 2013) Available at: 
http://www.idc.com/getdoc.jsp?containerId=prUS23251912#.URo16FpU6ns 
34. Global Online Employment Report - 2012. In: Elance.com. (Accessed May 7, 2013) Available at: 
https://www.elance.com/q/online-employment-report 
35. ESTADISTICA DE CONTRATOS - ENERO 2011 - VOLUMEN ÚNICO. In: Sepe.es. (Accessed May 
7, 2013) Available at: 
http://www.sepe.es/contenido/estadisticas/datos_estadisticos/contratos/datos/2012/adenda/ESTA
DISTICA_DE_CONTRATOS_ACUM_con_empleos_hogar.pdf 
36. The evolution of the recruitment consultant. In: Recruitloop.com. (Accessed May 7, 2013) 
Available at: http://recruitloop.com/blog/wp-content/uploads/2012/10/the-evolution-of-the-
recruitment-consultant-infographic.jpg 
37. Temporary vs permanent staff – which is more productive? In: Callcentrehelper.com. (Accessed 
May 7, 2013) Available at: http://www.callcentrehelper.com/temporary-vs-permanent-staff-which-
group-is-more-productive-18375.htm 
38. BOLETÍN OFICIAL DEL ESTADO - Núm. 162. In: Empleo.Gov.es. (Accessed May 7, 2013) 
Available at: http://www.empleo.gob.es/es/portada/reformalaboral/Ley-3-2012.pdf 
39. The Project-Based Workforce. In: Businessweek.com. (Accessed May 7, 2013) Available at: 
http://www.businessweek.com/stories/2008-01-31/the-project-based-workforcebusinessweek-
business-news-stock-market-and-financial-advice 
40. How Self-Learning Is Becoming The New Master’s Degree. In: Edudemic.com. (Accessed May 7, 
2013) Available at: http://edudemic.com/2012/05/how-self-learning-is-becoming-the-new-masters-
degree/ 
41. Predictions for Online Work in 2013. In: Elance.com. (Accessed May 7, 2013) Available at: 
https://www.elance.com/q/2013-predictions 
42. New prescription: Adapt to project-based work or perish. In: Machinedesign.com. (Accessed May 
7, 2013) Available at: http://machinedesign.com/article/new-prescription-adapt-to-project-based-
work-or-perish-1011 
43. ¿Alguien sabe qué es esto? - Críticas a Twago.es. In: Domestika.org. (Accessed May 7, 2013) 
Available at: http://www.domestika.org/foros/946-cuestiones_laborales/hilos/86053-
alguien_sabe_que_es_esto 
44. Prueba práctica: tres plataformas para el autoempleo. In: Consumer.es. (Accessed May 7, 2013) 
Available at: http://www.consumer.es/web/es/tecnologia/internet/2012/06/27/210715.php 
45. oDesk vs Elance: Why It’s a Battle YOU Won’t Win. In: blog.launchastartup.com. (Accessed May 
7, 2013) Available at: http://blog.launchastartup.com/odesk-vs-elance/ 
46. Working with Talent markets – oDesk, Elance, Freelancer, Guru, vWorker. In: Assembla.com. 
(Accessed May 7, 2013) Available at: 
http://blog.assembla.com/assemblablog/tabid/12618/bid/33608/Working-with-Talent-markets-
oDesk-Elance-Freelancer-Guru-vWorker.aspx 
47. Tech Profile: Huddle. In: Agencypost.com. (Accessed May 7, 2013) Available at: 
http://www.agencypost.com/tech-profile-huddle/ 
48. Most Kickstarter Projects Fail to Deliver on Time. In: PCMag.com. (Accessed May 7, 2013) 
Available at: http://www.pcmag.com/article2/0,2817,2413382,00.asp 
49. Semanario económico Efectivo. In: Prensalibre.com. (Accessed May 7, 2013) Available at: 
http://www.prensalibre.com/economia/PDFEFEC_22012013_PREFIL20130122_0002.pdf 
Building a collaboration network. A business opportunity analysis. Albert Cordonet Peiró 
Universitat Politécnica de Catalunya (UPC) BarcelonaTech 77 
50. HackerTemple's Twitter account. In: HackerTemple. (Accessed May 7, 2013) Available at: 
http://twitter.com/hackertemple 
51. Break-Even Analysis: A Basic Calculation. In: Inc.com. (Accessed May 7, 2013) Available at: 
http://www.inc.com/encyclopedia/break-even-analysis.html 
52. Break-even (economics). In: Wikipedia.org. (Accessed May 7, 2013) Available at: 
http://en.wikipedia.org/wiki/Break-even_(economics) 
53. How to Perform a Break-Even Analysis. In: Inc.com. (Accessed May 7, 2013) Available at: 
http://www.inc.com/guides/2010/12/how-to-perform-a-break-even-analysis.html 
54. If You Think 10% Is A Good Transaction Fee For Your Marketplace, Then It Will Struggle. In: 
Techcrunch.com. (Accessed May 7, 2013) Available at: 
http://techcrunch.com/2013/03/16/marketplaces-businesses-are-tough-to-build/ 
55. The Profits Have Spoken: Five Online Work Predictions For 2013. In: Elance.com. (Accessed May 
7, 2013) Available at: https://www.elance.com/q/blog/profits-have-spoken-five-online-work-
predictions-2013 
56. Kano Model. In: Wikipedia.org. (Accessed May 7, 2013) Available at: 
http://en.wikipedia.org/wiki/Kano_model 
57. Pràctiques en empreses - Informació per a empreses. In: Fib.upc.edu. (Accessed May 7, 2013) 
Available at: http://www.fib.upc.edu/fib/empresa/practiques/empresa.html 
58. Bases y tipos de cotización 2013. In: Seg-social.es. (Accessed May 7, 2013) Available at: 
http://www.seg-
social.es/Internet_1/Trabajadores/CotizacionRecaudaci10777/Basesytiposdecotiza36537/index.ht
m 
59. Salario Mínimo Interprofesional. In: Salariomínimo.es. (Accessed May 7, 2013) Available at: 
http://www.salariominimo.es/ 
60. Spaghetti Code. In: Wikipedia.org. (Accessed May 7, 2013) Available at: 
http://en.wikipedia.org/wiki/Spaghetti_code 
61. Stutely, R.: The Definitive Business Plan - The fast track to intelligent planning for executives and 
entrepreneurs 3rd edn. PEARSON EDUCATION LIMITED (2012) 
62. Howard Schultz, D.: Pour Your Heart Into It - How STARBUCKS built a company one cup at a time 
1st edn. HYPERION (1997) 
63. Maslow, A.: Motivation and Personality 3rd edn. LONGMAN (1970) 
64. Alexander Osterwalder, Y.: Business Model Generation 1st edn. John Wiley & Sons, Inc. (2010) 
65. Jack Trout, S.: El poder de lo simple 2nd edn. Mc Graw Hill (2005) 
66. Ries, E.: THE LEAN STARTUP - How Constant Innovation Creates Radically Successful 
Businesses 1st edn. Portfolio Penguin (2011) 
67. Jason Fried, D.: Reinicia (Rework) 1st edn. Romanyà Valls (2010) 
68. I spread your idea because. In: Sethgodin.typepad.com. (Accessed May 7, 2013) Available at: 
http://sethgodin.typepad.com/seths_blog/2010/10/ideas-spread-when.html 
69. ¿Por qué la gente comparte conocimiento? In: Ignasialcalde.es. (Accessed May 7, 2013) 
Available at: http://www.ignasialcalde.es/%C2%BFpor-que-la-gente-comparte-conocimiento/ 
 
  
Building a collaboration network. A business opportunity analysis. Albert Cordonet Peiró 
Universitat Politécnica de Catalunya (UPC) BarcelonaTech 78 
  
Building a collaboration network. A business opportunity analysis. Albert Cordonet Peiró 
Universitat Politécnica de Catalunya (UPC) BarcelonaTech 79 
Annexes 
 
  
Building a collaboration network. A business opportunity analysis. Albert Cordonet Peiró 
Universitat Politécnica de Catalunya (UPC) BarcelonaTech 80 
Annex A. Web Interface Design 
  
Building a collaboration network. A business opportunity analysis. Albert Cordonet Peiró 
Universitat Politécnica de Catalunya (UPC) BarcelonaTech 81 
Annex A.1 Landing 
  
Building a collaboration network. A business opportunity analysis. Albert Cordonet Peiró 
Universitat Politécnica de Catalunya (UPC) BarcelonaTech 82 
Annex A.2 Main structure 
  
Building a collaboration network. A business opportunity analysis. Albert Cordonet Peiró 
Universitat Politécnica de Catalunya (UPC) BarcelonaTech 83 
Annex A.3 Search home 
  
Building a collaboration network. A business opportunity analysis. Albert Cordonet Peiró 
Universitat Politécnica de Catalunya (UPC) BarcelonaTech 84 
Annex A.4 Search listing 
  
Building a collaboration network. A business opportunity analysis. Albert Cordonet Peiró 
Universitat Politécnica de Catalunya (UPC) BarcelonaTech 85 
Annex A.5 Profile wizard 
  
Building a collaboration network. A business opportunity analysis. Albert Cordonet Peiró 
Universitat Politécnica de Catalunya (UPC) BarcelonaTech 86 
Annex A.6 User profile 
  
Building a collaboration network. A business opportunity analysis. Albert Cordonet Peiró 
Universitat Politécnica de Catalunya (UPC) BarcelonaTech 87 
Annex A.7 Project details 
  
Building a collaboration network. A business opportunity analysis. Albert Cordonet Peiró 
Universitat Politécnica de Catalunya (UPC) BarcelonaTech 88 
Annex A.8 Project applications 
  
Building a collaboration network. A business opportunity analysis. Albert Cordonet Peiró 
Universitat Politécnica de Catalunya (UPC) BarcelonaTech 89 
Annex A.9 Project offers 
  
Building a collaboration network. A business opportunity analysis. Albert Cordonet Peiró 
Universitat Politécnica de Catalunya (UPC) BarcelonaTech 90 
Annex A.10 Project delivery 
  
Building a collaboration network. A business opportunity analysis. Albert Cordonet Peiró 
Universitat Politécnica de Catalunya (UPC) BarcelonaTech 91 
Annex A.11 Project payments 
  
Building a collaboration network. A business opportunity analysis. Albert Cordonet Peiró 
Universitat Politécnica de Catalunya (UPC) BarcelonaTech 92 
  
Building a collaboration network. A business opportunity analysis. Albert Cordonet Peiró 
Universitat Politécnica de Catalunya (UPC) BarcelonaTech 93 
Annex B. Architecture Diagrams 
  
Building a collaboration network. A business opportunity analysis. Albert Cordonet Peiró 
Universitat Politécnica de Catalunya (UPC) BarcelonaTech 94 
Annex B.1 Client-Server-Application Structure 
 
Building a collaboration network. A business opportunity analysis. Albert Cordonet Peiró 
Universitat Politécnica de Catalunya (UPC) BarcelonaTech 95 
 
  
Building a collaboration network. A business opportunity analysis. Albert Cordonet Peiró 
Universitat Politécnica de Catalunya (UPC) BarcelonaTech 96 
Annex B.2 Hardware Structure 
 
  
Building a collaboration network. A business opportunity analysis. Albert Cordonet Peiró 
Universitat Politécnica de Catalunya (UPC) BarcelonaTech 97 
Annex C. Detailed financial data 
 
  
Building a collaboration network. A business opportunity analysis. Albert Cordonet Peiró 
Universitat Politécnica de Catalunya (UPC) BarcelonaTech 98 
Annex C.1 Statements 
Projey S.L. Financial Plan 
Statements, first six months 
Euros 
	  	   Month	  1	   Month	  2	   Month	  3	   Month	  4	   Month	  5	   Month	  6	  
Balance	  sheet	   	  	   	  	   	  	   	  	   	  	   	  	  
End	  month	   	  	   	  	   	  	   	  	   	  	   	  	  
Assets	   	  	   	  	   	  	   	  	   	  	   	  	  
Cash	  at	  bank	   9	  974	   9	  974	   9	  974	   9	  974	   9	  974	   9	  974	  
Fixed	  assets	   0	   0	   0	   0	   0	   0	  
Less	  cumulative	  depreciation	   0	   0	   0	   0	   0	   0	  
Net	  book	  value	  of	  assets	   0	   0	   0	   0	   0	   0	  
Prepaid	  office	  rents	   0	   0	   0	   0	   0	   0	  
Prepaid	  domain	  names	   	  26	   	  24	   	  22	   	  20	   	  17	   	  15	  
Total	   10	  000	   9	  998	   9	  996	   9	  994	   9	  991	   9	  989	  
Liabilities	  and	  shareholders'	  equity	   	  	   	  	   	  	   	  	   	  	   	  	  
Paid	  up	  share	  capital	   10	  000	   10	  000	   10	  000	   10	  000	   10	  000	   10	  000	  
Profit	  (loss),	  current	  year	   0	   (	  2)	   (	  4)	   (	  7)	   (	  9)	   (	  11)	  
Total	   10	  000	   9	  998	   9	  996	   9	  994	   9	  991	   9	  989	  
	   	   	   	   	   	   	  Profit	  &	  Loss	  account	   	  	   	  	   	  	   	  	   	  	   	  	  
Whole	  month	   	  	   	  	   	  	   	  	   	  	   	  	  
Depreciation	   0	   0	   0	   0	   0	   0	  
Office	  rental	  payments	   0	   0	   0	   0	   0	   0	  
Amazon	  AWS	  payments	   0	   0	   0	   0	   0	   0	  
Dinahosting	  S.L.	  payments	   0	   	  2	   	  2	   	  2	   	  2	   	  2	  
Net	  profit	  (loss)	   0	   (	  2)	   (	  2)	   (	  2)	   (	  2)	   (	  2)	  
	   	   	   	   	   	   	  Cash	  flow	   	  	   	  	   	  	   	  	   	  	   	  	  
Whole	  month	   	  	   	  	   	  	   	  	   	  	   	  	  
Share	  issue	   10	  000	   	  0	   	  0	   	  0	   	  0	   	  0	  
Assets	   	  0	   	  0	   	  0	   	  0	   	  0	   	  0	  
Office	  rental	  payments	   	  0	   	  0	   	  0	   	  0	   	  0	   	  0	  
Amazon	  AWS	  payments	   	  0	   	  0	   	  0	   	  0	   	  0	   	  0	  
Dinahosting	  S.L.	  payments	   -­‐	  26	   	  0	   	  0	   	  0	   	  0	   	  0	  
Total	  for	  month	   9	  974	   	  0	   	  0	   	  0	   	  0	   	  0	  
Net	  cash	  balance	   9	  974	   9	  974	   9	  974	   9	  974	   9	  974	   9	  974	  
   
Building a collaboration network. A business opportunity analysis. Albert Cordonet Peiró 
Universitat Politécnica de Catalunya (UPC) BarcelonaTech 99 
 
Annex C.2 Capital outlays 
Projey S.L. Financial Plan 
Capital outlays, first five years 
Euros 
	  
Year	  1	   Year	  2	   Year	  3	   Year	  4	   Year	  5	   	   Total	  
Capital	  outlays	   	   	   	   	   	   	   	  
Employees	  snapshot	   	  4	   	  6	   	  7	   	  10	   	  12	   	   	  39	  
Office	  fitting	   	  400	   	  200	   	  100	   	  300	   	  200	   	   1	  200	  
Office	  furniture	   	  400	   	  200	   	  100	   	  300	   	  200	   	   1	  200	  
Office	  equipment	   	  400	   	  200	   	  100	   	  300	   	  200	   	   1	  200	  
Telecoms	  equipment	   	  20	   	  10	   	  5	   	  15	   	  10	   	   	  60	  
Computers	   	  	   	  	   	  	   	  	   	  	   	   	  	  
Mac	   4	  800	   2	  400	   1	  200	   3	  600	   2	  400	   	   14	  400	  
Software	   	  0	   	  500	   	  500	   	  500	   	  500	   	   2	  000	  
Mobile	  devices	   	  0	   	  500	   	  500	   	  500	   	  500	   	   2	  000	  
Total	   6	  020	   4	  010	   2	  505	   5	  515	   4	  010	   	   22	  060	  
	   	   	   	   	   	  
	  	  
	  Depreciation	  schedule	   	  	   	  	   	  	   	  	   	  	   	  	   	  	  
Office	  fitting	   	  0	   	  74	   	  108	   	  122	   	  176	   	   	  480	  
Office	  furniture	   	  0	   	  74	   	  108	   	  122	   	  176	   	   	  480	  
Office	  equipment	   	  0	   	  74	   	  108	   	  122	   	  176	   	   	  480	  
Telecoms	  equipment	   	  0	   	  4	   	  6	   	  7	   	  10	   	   	  27	  
Computers	   	  	   	  	   	  	   	  	   	  	   	   	  	  
Mac	   	  0	   	  900	   1	  320	   1	  500	   2	  160	   	   5	  880	  
Software	   	  0	   	  0	   	  167	   	  333	   	  500	   	   1	  000	  
Mobile	  devices	   	  0	   	  0	   	  150	   	  300	   	  450	   	   	  900	  
Total	   	  0	   1	  126	   1	  967	   2	  506	   3	  648	   	   9	  247	  
	   	   	   	   	   	   	   	  Prices	   	  	   	  	   	  	   	  	   	  	   Life	   Salvage	  
Office	  fitting	   	  100	   	  100	   	  100	   	  100	   	  100	   	  5	   	  30	  
Office	  desks	   	  100	   	  100	   	  100	   	  100	   	  100	   	  5	   	  30	  
Office	  equipment	   	  100	   	  100	   	  100	   	  100	   	  100	   	  5	   	  30	  
Telecoms	  equipment	   	  5	   	  5	   	  5	   	  5	   	  5	   	  5	   	  0	  
Computers	   	  	   	  	   	  	   	  	   	  	   	  	   	  	  
Mac	   1	  200	   1	  200	   1	  200	   1	  200	   1	  200	   	  5	   	  300	  
Software	   	  500	   	  500	   	  500	   	  500	   	  500	   	  3	   	  0	  
Mobile	  devices	   	  500	   	  500	   	  500	   	  500	   	  500	   	  3	   	  50	  
Total	   2	  505	   2	  505	   2	  505	   2	  505	   2	  505	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Annex C.3 Staff costs 
Projey S.L. Financial Plan 
Staff costs, first five years 
Euros 
	  
Year	  1	   Year	  2	   Year	  3	   Year	  4	   Year	  5	   Total	  
Staff	  numbers	   	  	   	  	   	  	   	  	   	  	   	  	  
Chief	  Executive	  Officer	   	  1	   	  1	   	  1	   	  1	   	  1	   	  1	  
Chief	  Technical	  Officer	   	  1	   	  1	   	  1	   	  1	   	  1	   	  1	  
UX	  /	  Interaction	  designer	   	  1	   	  1	   	  1	   	  1	   	  1	   	  1	  
Frontend	  developer	   	  0	   	  1	   	  1	   	  1	   	  1	   	  1	  
Backend	  developer	  junior	   	  1	   	  1	   	  1	   	  2	   	  2	   	  2	  
Backend	  developer	  senior	   	  0	   	  1	   	  1	   	  2	   	  3	   	  3	  
Mobile	  developer	   	  0	   	  0	   	  1	   	  2	   	  2	   	  2	  
Account	  manager	   	  0	   	  0	   	  0	   	  0	   	  1	   	  1	  
Total	   	  4	   	  6	   	  7	   	  10	   	  12	   	  12	  
	  	   	  	   	  	   	  	   	  	   	  	   	  	  
Staff	  salaries	  progression	   	  	   	  	   	  	   	  	   	  	   	  	  
Type	  of	  IPC	  (Since	  2013)	   0.01	   0.01	   0.02	   0.02	   0.02	   0.08	  
Chief	  Executive	  Officer	   	  645	   	  872	   1	  200	   1	  200	   1	  200	   5	  117	  
Chief	  Technical	  Officer	   	  645	   	  872	   1	  200	   1	  200	   1	  200	   5	  117	  
UX	  /	  Interaction	  designer	   1	  200	   1	  212	   1	  236	   1	  261	   1	  286	   6	  195	  
Frontend	  developer	  senior	   1	  200	   1	  212	   1	  236	   1	  261	   1	  286	   6	  195	  
Backend	  developer	  junior	   1	  200	   1	  212	   1	  236	   1	  261	   1	  286	   6	  195	  
Backend	  developer	  senior	   1	  500	   1	  515	   1	  545	   1	  576	   1	  608	   7	  744	  
Mobile	  developer	   1	  200	   1	  212	   1	  236	   1	  261	   1	  286	   6	  195	  
Account	  manager	   1	  200	   1	  212	   1	  236	   1	  261	   1	  286	   6	  195	  
Number	  of	  payslips	   	  12	   	  12	   	  12	   	  12	   	  12	   	  60	  
	  	   	  	   	  	   	  	   	  	   	  	   	  	  
Staff	  costs	   	  	   	  	   	  	   	  	   	  	   	  	  
Staff	  salaries	   	  	   	  	   	  	   	  	   	  	   	  	  
Chief	  Executive	  Officer	   7	  744	   10	  465	   14	  400	   14	  400	   14	  400	   61	  409	  
Chief	  Technical	  Officer	   7	  744	   10	  465	   14	  400	   14	  400	   14	  400	   61	  409	  
UX	  /	  Interaction	  designer	   14	  400	   14	  544	   14	  835	   15	  132	   15	  434	   74	  345	  
Frontend	  developer	   	  0	   14	  544	   14	  835	   15	  132	   15	  434	   59	  945	  
Backend	  developer	  junior	   14	  400	   14	  544	   14	  835	   30	  263	   30	  868	   104	  910	  
Backend	  developer	  senior	   	  0	   18	  180	   18	  544	   37	  829	   57	  878	   132	  431	  
Mobile	  developer	   	  0	   	  0	   14	  835	   30	  263	   30	  868	   75	  966	  
Account	  manager	   	  0	   	  0	   	  0	   	  0	   15	  434	   15	  434	  
Total	  internship	  UPC	   28	  800	   32	  724	   14	  835	   30	  263	   15	  434	   122	  056	  
Total	  regular	  contract	   15	  487	   50	  018	   91	  848	   127	  155	   179	  284	   463	  793	  
Total	   44	  287	   82	  742	   106	  683	   157	  418	   194	  718	   585	  849	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Projey S.L. Financial Plan 
Staff costs, first five years 
Euros 
	   Year	  1	   Year	  2	   Year	  3	   Year	  4	   Year	  5	   Total	  
Staff	  direct	   	  	   	  	   	  	   	  	   	  	   	  	  
TAX	  (IVA)	   0.18	   0.18	   0.18	   0.18	   0.18	   	  	  
Social	  Security	  Type	   0.236	   0.236	   0.236	   0.236	   0.236	   0.236	  
Staff	  social	  security	   3	  655	   11	  804	   21	  676	   30	  009	   42	  311	   109	  455	  
Staff	  fees	  internship	  UPC	   4	  996	   5	  676	   2	  573	   5	  249	   2	  677	   21	  172	  
Directors'	  stipends	   	  0	   	  0	   	  0	   	  0	   	  0	   	  0	  
Contract	  staff	   	  0	   	  0	   6	  600	   6	  600	   	  0	   13	  200	  
Staff	  temporary	   	  0	   	  0	   	  0	   	  0	   	  0	   	  0	  
Total	  direct	   8	  651	   17	  481	   30	  849	   41	  858	   44	  988	   143	  827	  
Staff	  benefits	   	  	   	  	   	  	   	  	   	  	   	  	  
Staff	  pension	  fund	   	  0	   	  0	   	  0	   	  0	   	  0	   	  0	  
Staff	  termination	  fund	   	  0	   	  0	   	  0	   	  0	   	  0	   	  0	  
Staff	  rent	  allowances	   	  0	   	  0	   	  0	   	  0	   	  0	   	  0	  
Staff	  transport	  allowances	   	  0	   	  0	   	  0	   	  0	   	  0	   	  0	  
Staff	  other	  allowances	   	  0	   	  0	   	  0	   	  0	   	  0	   	  0	  
Staff	  group	  insurance	   	  0	   	  0	   	  0	   	  0	   	  0	   	  0	  
Staff	  medical	  insurance	   	  0	   	  0	   	  0	   	  0	   	  0	   	  0	  
Staff	  other	  benefits	   	  0	   	  0	   	  0	   	  0	   	  0	   	  0	  
Total	  benefits	   	  0	   	  0	   	  0	   	  0	   	  0	   	  0	  
Staff	  other	   	  	   	  	   	  	   	  	   	  	   	  	  
Staff	  medical	  expenses	   	  0	   	  0	   	  0	   	  0	   	  0	   	  0	  
Staff	  recruitment	   	  0	   	  0	   	  0	   	  0	   	  0	   	  0	  
Staff	  relocation	   	  0	   	  0	   	  0	   	  0	   	  0	   	  0	  
Staff	  legal	  expenses	   	  0	   	  0	   	  0	   	  0	   	  0	   	  0	  
Staff	  training	   	  0	   	  0	   	  0	   	  0	   	  0	   	  0	  
Staff	  entertainment	   	  0	   	  0	   	  0	   	  0	   	  0	   	  0	  
Staff	  sundry	   	  0	   	  0	   	  0	   	  0	   	  0	   	  0	  
Total	  other	   	  0	   	  0	   	  0	   	  0	   	  0	   	  0	  
Total	  staff	   52	  938	   100	  223	   137	  533	   199	  276	   239	  706	   729	  676	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Annex C.4 Manufacturing Account 
Projey S.L. Financial Plan 
Sales, costs and prices, first five years 
Euros 
	   Year	  1	   Year	  2	   Year	  3	   Year	  4	   Year	  5	  
Channel	  arithmetic	  
	   	   	   	   	  Number	  of	  published	  projects	   5	  000	   10	  000	   50	  000	   100	  000	   300	  000	  
Percentage	  payments	  /	  published	  project	   0,05	   0,1	   0,15	   0,2	   0,2	  
Total	  number	  sales	   	  250	   1	  000	   7	  500	   20	  000	   60	  000	  
	   	   	   	   	   	  Average	  volumes	  per	  sale	  
	   	   	   	   	  Payment	   	  1	   	  1	   	  1	   	  1	   	  1	  
	   	   	   	   	   	  Total	  sales	  volumes	  
	   	   	   	   	  Payment	   	  250	   1	  000	   7	  500	   20	  000	   60	  000	  
	   	   	   	   	   	  Gross	  price	  per	  sale	  
	   	   	   	   	  Type	  of	  IPC	  (Since	  2013)	  snapshot	   0,01	   0,01	   0,02	   0,02	   0,02	  
Gross	  margin	  percentage	   0,07	   0,07	   0,07	   0,07	   0,07	  
Average	  price	  per	  sale	   	  328	   	  331	   	  338	   	  345	   	  352	  
	   	   	   	   	   	  Gross	  sales	  
	   	   	   	   	  Payment	   82	  000	   331	  280	   2534	  292	   6893	  274	   21093	  419	  
Total	   82	  000	   331	  280	   2534	  292	   6893	  274	   21093	  419	  
	   	   	   	   	   	  Channel	  price	  per	  sale	  
	   	   	   	   	  Payment	  gateway	  processing	  percentage	   0,01	   0,01	   0,01	   0,01	   0,01	  
Total	  payment	  percentage	   0,080	   0,080	   0,080	   0,080	   0,080	  
Payment	  gateway	  processing	  fixed	  fee	   0,231	   0,231	   0,231	   0,231	   0,231	  
Payment	  gateway	  payout	  fixed	  fee	   0,193	   0,193	   0,193	   0,193	   0,193	  
Total	  payment	  fixed	  fees	   0,424	   0,424	   0,424	   0,424	   0,424	  
	   	   	   	   	   	  Cost	  per	  sale	  
	   	   	   	   	  Cost	  per	  sale	  before	  payment	  gateway	   303,311	   306,348	   312,483	   318,740	   325,123	  
Cost	  per	  sale	  after	  payment	  gateway	   306,768	   309,836	   316,032	   322,352	   328,798	  
	   	   	   	   	   	  Cost	  infrastructure	  
	   	   	   	   	  Amazon	  AWS	   396,000	   900,000	   1140,000	   1200,000	   1500,000	  
Domain	  name	   26,000	   26,000	   26,000	   26,000	   26,000	  
Total	  infrastructure	   422,000	   926,000	   1166,000	   1226,000	   1526,000	  
	   	   	   	   	   	  Cost	  of	  sales	  
	   	   	   	   	  Payment	   76	  692	   309	  836	   2370	  238	   6447	  038	   19727	  902	  
Infrastructure	   	  422	   	  926	   1	  166	   1	  226	   1	  526	  
Total	   77	  114	   310	  762	   2371	  404	   6448	  264	   19729	  428	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Annex C.5 Trading Account 
Projey S.L. Financial Plan 
Gross profit, first five years 
Euros 
	  
Year	  1	   Year	  2	   Year	  3	   Year	  4	   Year	  5	  
Gross	  sales	  
	   	   	   	   	  Payments	   82	  000	   331	  280	   2534	  292	   6893	  274	   21093	  419	  
Total	   82	  000	   331	  280	   2534	  292	   6893	  274	   21093	  419	  
	   	   	   	   	   	  Cost	  of	  sales	  
	   	   	   	   	  Payments	   77	  114	   310	  762	   2371	  404	   6448	  264	   19729	  428	  
Total	   77	  114	   310	  762	   2371	  404	   6448	  264	   19729	  428	  
	   	   	   	   	   	  Gross	  profit	  
	   	   	   	   	  Payments	   4	  886	   20	  518	   162	  888	   445	  011	   1363	  991	  
Total	   4	  886	   20	  518	   162	  888	   445	  011	   1363	  991	  
	   	   	   	   	   	  Gross	  profit	  margin	  %	  
	   	   	   	   	  Payments	   5.96	   6.19	   6.43	   6.46	   6.47	  
Total	   5.96	   6.19	   6.43	   6.46	   6.47	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Annex C.6 Operating Account 
Projey S.L. Financial Plan 
Net profit, first five years 
Euros 
	  
Year	  1	   Year	  2	   Year	  3	   Year	  4	   Year	  5	  
	  
	  	   	  	   	  	   	  	   	  	  
Gross	  profit	   4	  886	   20	  518	   162	  888	   445	  011	   1363	  991	  
	   	   	   	   	   	  Employee	  costs	  
	   	   	   	   	  Employees	  snapshot	   	  4	   	  6	   	  7	   	  10	   	  12	  
Staff	  costs	   52	  938	   100	  223	   137	  533	   199	  276	   239	  706	  
Total	   52	  938	   100	  223	   137	  533	   199	  276	   239	  706	  
	   	   	   	   	   	  Other	  expenditures	  
	   	   	   	   	  Depreciation	   	  0	   1	  126	   1	  967	   2	  506	   3	  648	  
Maintenance	  of	  computers	   	  0	   	  600	   	  700	   1	  000	   1	  200	  
Rental	  and	  property	  taxes	   3	  000	   4	  500	   5	  250	   7	  500	   9	  000	  
Electricity	  and	  water	   	  0	   	  0	   	  0	   	  0	   	  0	  
Total	   3	  000	   6	  226	   7	  917	   11	  006	   13	  848	  
	   	   	   	   	   	  Total	  indirect	  costs	   55	  938	   106	  449	   145	  449	   210	  283	   253	  554	  
Net	  profit	  (loss)	   (51	  052)	   (85	  931)	   17	  438	   234	  728	   1110	  437	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Annex C.7 Profit & Loss 
Projey S.L. Financial Plan 
Profit & loss account, first five years 
Euros 
	  
Year	  1	   Year	  2	   Year	  3	   Year	  4	   Year	  5	  
	  
	  	   	  	   	  	   	  	   	  	  
Sales	   82	  000	   331	  280	   2534	  292	   6893	  274	   21093	  419	  
Less:	  Cost	  of	  sales	   77	  114	   310	  762	   2371	  404	   6448	  264	   19729	  428	  
Gross	  profit	   4	  886	   20	  518	   162	  888	   445	  011	   1363	  991	  
Less:	  Operating	  costs	   	  	   	  	   	  	   	  	   	  	  
Employee	  costs	   44	  287	   82	  742	   106	  683	   157	  418	   194	  718	  
Other	  expenditure	   3	  000	   6	  226	   7	  917	   11	  006	   13	  848	  
Total	  operating	  costs	   55	  938	   106	  449	   145	  449	   210	  283	   253	  554	  
Operating	  profit	  (loss)	  before	  contingency	   (51	  052)	   (85	  931)	   17	  438	   234	  728	   1110	  437	  
Less:	  Contingency	   1	  707	   5	  037	   6	  090	   8	  420	   10	  200	  
Operating	  profit	  (loss)	  with	  contingency	  [projected]	   (52	  759)	   (90	  968)	   11	  348	   226	  308	   1100	  237	  
Add:	  Unused	  contingency	  during	  period	   0	   	  341	   1	  007	   1	  218	   1	  684	  
Operating	  profit	  (loss)	  [actual]	   (52	  759)	   (90	  626)	   12	  356	   227	  526	   1101	  921	  
Less:	  Investment	  income	   0	   0	   0	   0	   0	  
Profit	  before	  interest	  and	  taxation	   (52	  759)	   (90	  626)	   12	  356	   227	  526	   1101	  921	  
Add:	  Interest	  received	  on	  bank	  deposits	   (	  397)	   (	  639)	   	  66	   1	  499	   7	  411	  
Less:	  Interest	  paid	  on	  bank	   0	   0	   0	   0	   0	  
Profit	  before	  taxation	   (53	  156)	   (91	  265)	   12	  422	   229	  024	   1109	  332	  
Imposable	  tax	  (conditional)	   0.00	   0.00	   0.20	   0.20	   0.25	  
Less:	  Taxation	   0	   0	   2	  484	   45	  805	   277	  333	  
Net	  profit	  available	  for	  appropiation	   0	   0	   9	  938	   183	  220	   831	  999	  
Less:	  Return	  of	  investment	  Series	  A	   0	   0	   0	   0	   0	  
Net	  profit	  available	  for	  owners	   0	   0	   9	  938	   183	  220	   831	  999	  
Less:	  Dividends	  on	  equity	  Series	  A	   0	   0	   1	  988	   36	  644	   166	  400	  
Net	  profit	  available	  for	  founders	   0	   0	   7	  950	   146	  576	   665	  599	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Annex C.8 Balance sheet 
Projey S.L. Financial Plan 
Balance sheet, first five years 
Euros 
	  
Year	  1	   Year	  2	   Year	  3	   Year	  4	   Year	  5	  
End	  year	   	  	   	  	   	  	   	  	   	  	  
Assets	   	  	   	  	   	  	   	  	   	  	  
Cash	  at	  bank	   10	  000	   10	  000	   10	  000	   10	  000	   10	  000	  
Accounts	  receivable	   	  0	   	  0	   	  0	   	  0	   	  0	  
Deposits	  paid	   	  0	   	  0	   	  0	   	  0	   	  0	  
Prepayments	  (rents)	   	  0	   	  0	   	  0	   	  0	   	  0	  
Fixed	  assets	  at	  cost	   6	  020	   10	  030	   12	  535	   18	  050	   22	  060	  
Less:	  accumulated	  depreciation	   	  0	   1	  126	   1	  967	   2	  506	   3	  648	  
Net	  fixed	  assets	   6	  020	   8	  904	   10	  568	   15	  544	   18	  412	  
Total	  assets	   16	  020	   18	  904	   20	  568	   25	  544	   28	  412	  
Liabilities	   	  	   	  	   	  	   	  	   	  	  
Total	  loans	   	  0	   	  0	   	  0	   	  0	   	  0	  
Accounts	  payable	  -­‐	  hardware	   	  0	   	  0	   	  0	   	  0	   	  0	  
Accounts	  payable	  -­‐	  software	   	  0	   	  0	   	  0	   	  0	   	  0	  
Total	   	  0	   	  0	   	  0	   	  0	   	  0	  
Capital	  &	  Reserves	   	  	   	  	   	  	   	  	   	  	  
Paid	  up	  share	  capital	   10	  000	   	  0	   	  0	   	  0	   	  0	  
Profit	  (loss),	  current	  year	   -­‐52	  759	   -­‐90	  968	   11	  348	   226	  308	   1100	  237	  
Total	  capital	  and	  reserves	   -­‐42	  759	   -­‐90	  968	   11	  348	   226	  308	   1100	  237	  
	  	   	  	   	  	   	  	   	  	   	  	  
Total	  liabilities	  and	  equity	   -­‐42	  759	   -­‐90	  968	   11	  348	   226	  308	   1100	  237	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Annex C.9 Income 
Projey S.L. Financial Plan 
Cash flow, first five years 
Euros 
	  
Year	  1	   Year	  2	   Year	  3	   Year	  4	   Year	  5	  
Whole	  year	   	  	   	  	   	  	   	  	   	  	  
Net	  profit	   -­‐52	  759	   -­‐90	  968	   11	  348	   226	  308	   1100	  237	  
Adjustments	  for	  changes	  in:	   	  	   	  	   	  	   	  	   	  	  
Cash	  at	  bank	   -­‐10	  000	   	  0	   	  0	   	  0	   	  0	  
Accounts	  receivable	   	  0	   	  0	   	  0	   	  0	   	  0	  
Deposits	  paid	   	  0	   	  0	   	  0	   	  0	   	  0	  
Prepayments	  (rents)	   	  0	   	  0	   	  0	   	  0	   	  0	  
Fixed	  assets	   -­‐6	  020	   -­‐4	  010	   -­‐2	  505	   -­‐5	  515	   -­‐4	  010	  
Depreciation	   	  0	   1	  126	   1	  967	   2	  506	   3	  648	  
Accounts	  payable	  -­‐	  hardware	   	  0	   	  0	   	  0	   	  0	   	  0	  
Accounts	  payable	  -­‐	  software	   	  0	   	  0	   	  0	   	  0	   	  0	  
Equity	   10	  000	   	  0	   	  0	   	  0	   	  0	  
Total	  for	  year	   -­‐58	  779	   -­‐93	  852	   10	  810	   223	  299	   1099	  875	  
Net	  cash	  balance	   -­‐58	  779	   -­‐152	  631	   -­‐141	  821	   81	  478	   1181	  354	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Annex C.10  Investment 
Projey S.L. Financial Plan 
Cash flow, first five years 
Euros 
	  
Year	  1	   Year	  2	   Year	  3	   Year	  4	   Year	  5	  
Values	  
	   	   	   	   	  Net	  fixed	  assets	  
	   	   	   	  
18	  412	  
Human	  capital	  
	   	   	   	   	  Potential	  years	  of	  exploitation	  
	   	   	   	  
	  5	  
Employees	  
	   	   	   	  
	  12	  
Value	  of	  1	  employee	  for	  1	  year	  
	   	   	   	  
69	  333	  
Total	  human	  capital	  
	   	   	   	  
4159	  996	  
Equity	  sweat	  
	   	   	   	   	  Founders	  
	   	   	   	  
	  2	  
CEO	  /	  CTO	  annual	  salary	  
	   	   	   	  
120	  000	  
Total	  equity	  sweat	  
	   	   	   	  
240	  000	  
Customer	  relationships	  
	   	   	   	   	  Number	  of	  businesses	  
	   	   	   	  
10	  000	  
Value	  of	  a	  business	  relationship	  
	   	   	   	  
	  5	  
Number	  of	  freelancers	  
	   	   	   	  
1000	  000	  
Value	  of	  a	  freelancer	  relationship	  
	   	   	   	  
	  1	  
Total	  customer	  relationships	  
	   	   	   	  
1050	  000	  
Projected	  net	  profit	  for	  next	  3	  years	  (60%	  discount)	  
	   	   	   	  
1996	  798	  
Valuation	   850	  000	   	  	   	  	   	  	   7465	  206	  
Series	  A	  
	   	   	   	   	  Equity	   170	  000	   	  0	   	  0	   	  0	   1493	  041	  
Equity	  price	  
	   	   	   	   	  Stake	  (cumulative)	   20.00%	   20.00%	   20.00%	   20.00%	   20.00%	  
Return	  on	  investment	   	  	   	  	   	  	   	  	   1323	  041	  
Return	  on	  investment	  %	   	  	   	  	   	  	   	  	   778.26%	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Annex D. Operating Plan 
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Annex D.1 Tasks Outline 
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